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More Efficient Work Per Person 


BBasiness recovery is still in 
the fear stage, but happily we see indications of busi- 
ness progress, particularly in shoes. It is obvious to 
everyone in the trade that Summer types of shoes 
cannot very well carry the public over into the Fall and 
Winter season, New shoes will be needed, in fact, 
spells of cooler weather have already started shoe sell- 
ing. But there is still going on the process of consol- 
idating store expenses and reducing overhead charges. 
Certain fixed charges like rent, heat, power and the 
like, cannot produce immediate economies by the use 
of the pruning shears. Many businesses have had to 
do their cutting in wages and men. May we quote 
Calvin Coolidge in his published opinion : 

“One of the most powerful influences in retarding 
business recovery is fear. While some can afford that 
luxury, to many others it means lack of work and real 
suffering. 

“Already some leading industries have announced 
that they will not reduce wages. That is fine, if they 
furnish work. While time and natural readjustment 
are the only complete remedies for business recovery, 


improvement can be made in two ways. Let employers 


post notices that there will be no more discharges ex- 
cept for cause. Another suggestion already made 
needs emphasizing. ‘Let all who can, give work at least 
to oné person. Acute conditions require drastic reme- 
dies. The property of individuals and stockholders 
will be worth more in the future if it is used to help 
those who need it now. 


“Saving people is more important than saving money. 
Our property must support our population.” 


Economics of this sort are helpful to the present 
situation. There must come a change of public view- 
point as to the spending dollar. 

The hardest thing of all to do is to cut wages and 
men and women from their accustomed employment, 
but there come times when such action must be taken 


if the busimess is to continue. 


The point that we want to stress, however, is that 
stores cannot wel) afford to follow the policy of some 


of the great industrial plants, where wage cutting is 
made a horizontal proposition—10-15-20 per cent r ight 
across the board. It is quite possible that exigencies 
of some local business situation may require a reduc- 
tion of salary totals. 

Salary reductions made horizontally are unfair. They 
penalize the efficient as well as the inefficient. And 
nowhere as in the retail store is there so amazing a 
mixture of efficient and inefficient employees. Such 
reductions are bad for morale. No matter how much 
oil accompanies the reduction, a soreness is Jeft behind. 
There are murmurs, groans and carefully muffled out- 
cries. And an immediate lowering of general operat- 
ing effectiveness. 

It is hard on individuals to be let out. They have 
our sympathy. Nevertheless, if retailing is to come 
flying through trying times there must be placed a 
premium on efficiency, That premium, as regards the 


store personnel, is continued employment at full wages. 


Yo are sorting your stocks 


carefully to eliminate merchandise which is not doing 


the job it is hired to do. Go through your employee 
records the same way, making necessary allowance for 
profitable qualities that are obvious but which do not 
show in the records, and get your organization nearer 
the 100 per cent efficient mark than it has been in years. 
You'll never come near the mark by excusing ineffi- 
ciency because it draws less pay. 

Business as a whole is weathering this financial storm 
and the situation is very much brighter. A real spurt 
in business will find materials, finished shoes and stock 
inadequate to the demand. A seasonal spurt is at 
present evident. Let us have progress that is slow and 
sure, and let’s keep a reserve of trained people, cap- 


able of doing a good job regularly employed. 
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This year Paris seeks its fasion inspira- 


tion from the magnificence of the French 
Court in its great luxury era instead of 


from modern accomplishment 


Daris Goes Historic 


What the [930 Revival of 1830 Elegance Means in Shoes 


Tre revival) of 1830 to 1890 


fashions was a master stroke on the part of the French 
creators. This was a luxury period in continental 
history. It was at the same time a period marked by 
purity of design intermingled with a French feeling for 
expensive raw material. 

The cycle has definitely swung back to this period of 
history, and as shoes and footwear complement the 
gowns and frocks which are to be worn, let us 
find out what 1930 and 1931 will take from 1830, 1880 
and 1890 design so that we may know what footwear 
will be demanded. 

The central figure, above, is the pure source of the 
off-the-face hat with the perky bow. The hat may be 


construed in the famous Agnes hats or the French- 


beret of, today which features, a crown bow. The long 
boat-like'yoke of the dsess with the serfattl:aod fluted 
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edges is modernized in the daytime and afternoon frock 
of today, with pinking, fluting and shirring. The leg-of- 
mutton sleeve and the tight forearm are among our 
newest themes, modernized, of course, in a manner 
which suits the new expression. The decorated hem- 
line is also a source of important treatment of stitchery 
and rick-rack. In nearly every August collection these 
themes were closely followed for the winter and mid- 
season acceptance. 

The figure at the left shows the interest in the draped 
neck line and also the introduction of the straight 
brimmed hat. The longer skirt and the diagonal use 
of materials are also major thoughts. The normal waist 
and narrow belt are an influence in this season’s coats 
and dresses. 

The figure at the right introduces the half circle 
drape line so well carried out for an evening theme. 
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"Bore tovds at the hip line 
are now being used on hats for side drapes and also in 
jeweled necklace-. The cascade and sweep of the line 
at the back of the skirt has become a very popular detail 
in the American dress markets. Patou very often uses 
the source as a theme but he modernizes it to a key 
which suits the tempo of the times and the modern feel- 
ing of expression. 

Peculfar as it may seem, the seamings and gorings 

employed to confine material and sweep are often 
borrowed from the pyramid lines of modern building 
art. The old French tapestries 
of the Napoleonic reigns are 
lending their colorings and 
watm bBiends which im 1930 em- 
brace the tertiary tonings. 
‘Yhe beauty of lace for dinner 
and evening, either in sheer or 
heavy nets, is being accented 
through the use of tar super- 
imposed on the design or the 
dull Guish and ciréd. This mode 
accounts the faille or satin eve- 
ning shoe. Du)} crepes are also 
used with high luster satins, 
either in combination or in two 
surface trims. The dulling of 
color fs the influence of the 
Ynird or tertiary color accept- 
ance. The tranchant or war 
colors of 1918 gave place to 
secondary coloring and now America and Paris 
accepts the third scale of tranquil or dulled tones 
known as tertiary shades. These tones are all 
very popular as advertising backgrounds as well 
as for home interiors and adornment. These dulled 
colors allow a certain amount of personal vitality to 
express itself as a background rather than usurp the 
color importance of the wearer. 

The return of the bodice and the high waist, belted 
and buckled, gives a greater leg length to the silhouette 
than heretofore. This point should be carefully studied 
by the designer and shoe retailer as the item of pro- 
portion has become worthy of serious consideration. 

Because of the high and belted waist lines, even in 
the daytime coats, the demi-oxford, the regulation 
oxford and the pump are tightly held in the spotlight. 

The strap shoe would make the third horizontal line 
across the lower part of the body cutting the long length 
line and this line would be out of proportion with the 
tailored harness buckled belt which girdles 50 per cent 
of the coats. 

The swing of the princess coat lines or the slender 
coat suit line of which Patou is the master creator 
lends itself peculiarly to the pump line for daytime foot- 
wear. 

Bowknots and three plume design are the new accept- 
ance in the mind of the creators. Jewelers, hatters and 


nating article. 
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Madame Hamilton Jeffries, Fashion 
Editar af Boot and Shoe Recorder ’ 
contributes from Paris this analyti- 
cal study of the new fashions in 


their relation to footwear. 
Madame Jeffries attended the Fall 


openings of the leading couturjers 
and observed at first hand the new 
themes in fashions. 
terprets in terms of footwear ta 
readers of the Recorder. 


Materials, colors, lines and patterns 
to harmonize with the aew tread in 


gowns, millinery and accessories are 
considered in detail in this ifumi- 


dressmakers are using bowknots for the feminine 
accent on dull and lustered surface materials. 
we may expect some shoes will continue using the loop 
detail at the throat of the shoe. 

Suedes, piped and banded in patent, are used a great 
deal when the coat is of dull black with Persian lamb 


trimming. As these coats are selling in volume we may 
expect this fashion to sell, 


Hence 


Black mat or semi-glazed kid is the high style accept- 
ance for the crepe dress. As this is also another volume 
item in black we may anticipate a continued selling of 
this leather. Combinations in 
refined and restrained treatment 
in kid and reptile, calf and suede 
or suede and reptile wil) con- 
tinue especially in the browns to 
complement the brown tweed 
top coats and two piece suitings. 

Brown, black and white, and 
wine tones in one and two tones 
of nubbed and loosely woven 
woolens are highlights for town 


Tailored shaes are the 


These she in- 
- wear. 
correct complement. 

The popularity of the one- 
piece woolen frock in tailored 
types leaves no gueshon of the 
big demand for tailored calfskin 
pumps. While Europe is stitch- 
ing shoes rather than smocking 
and punching, America finds the 

underlaid punch is most suitable this season. The 
lower heel is employed in all leather, simulated or in 
box heel types, according to the character of the foot- 
wear. Pipings in contrast are used in the bench made 
types and pin seal is used for vamps or quarters in 
combinations as well as the larger grain. Seal is becom- 
ing a trend for trims in fine footwear. Russia calf 
and boarded effects are shown for vamps in combina- 
tions. Some ostrich in the dullest of brown is also 
being shown. 


The evening picture 
expresses fanciful lames and tissues, faille with em- 
broiderie, fagonne and satins are sponsored for dinner 


wear. Delicate individual evening types are being 
created in silver and gold combinations. Woven details 
and tracery are fashioned into startling footwear. 

Sunday night home slippers are employing junior 
heels ; these heels are so constructed even in the thirteen- 
eighths heights that the forward pitch of the shoe is felt 
rather than the backward pitch of former types. 

Two surface silks such as the crepe pump with a 
satin collar of the same shade of material were accented 
by Costa and featured by Patou at the recent Paris 
openings. It is anticipated that by spring quiet pat- 
terns in subdued elegance will be the motif for medium 
and fine footwear. 


35 





Profitable Merchandising 


Problems of Present Day Practice in Shoe 


Retailing and How Merchants Are Solving Them 


Tre tempo of life 


in this autumn season of 1930 is a 
bit more rapid, the habits of people 
a little more abrupt, the tastes of the 
buying public a trifle more critical. 
Why? 
revulsion against the customs of 
yesteryear; no definite shifting of 
manners or methods, but the ever 
continued adaptation of the habits 
of life to the machine age and with it a continuous 
speeding up on the part of all people. 

Today we find that almost every person in every 
walk of life is seeing, hearing or reading more. The 
varied media presented to the public are telling more 
and withal the rank and file education of the present 
is far in advance of what it was several years ago. 

An educated individual is more “hard-boiled” than 
one untaught. Harder to sell, more aware of his or 
her needs, likes and prejudices. No longer can we 
show merchandise that is merely “pretty” or “sturdy.” 
Miss, Mrs., or Mr. 1930 wants to know the WHY and 
HOW of everything they purchase. Through hearing, 
reading or seeing they have learned something of what 
they will want and need. In the shops they see mer- 
chandise that appeals to their vanity. But what is 
going to reach their reason? They want to be told, 
and told convincingly. No more can we assuage them 
with evasive “ifs” and “maybes.” There is, or should 
be a reason for every bit of merchandise in your store. 
The public wants to know that reason. What is its use, 
how long is its period of usefulness? Not when it 
came in, or how long it will wear. 

Are we then regretful of this present day attitude? 
Emphatically no. Our customers of today can be 
talked to, reasoned with, told of their needs and the 
things necessary for those needs. Formerly shoes were 
worn until they wore out. Now they are worn as long 
as they are suitable to the remainder of the ensemble, 
and several pairs are necessary at all times, inasmuch 
as almost every ensemble has its particular complement. 
In this lies the opportunity for more business but we 
must be alert to it and know our job with it. 

The salespeople of today must be able to talk wisely 
and convincingly. They, too, must be educated along 
fashion lines. Your present day customers are not 
going to be easily fooled. To be sold they must be met 


There has been no sudden 
Nowadays 


They’re 
Hard Boiled 


on an equal basis of understanding, so that in seeking 
advice from salespeople they will find it, and promptly. 
The customers of today enjoy the preening of their 
knowledge before the supposed technician. If they find 
a greater fund of knowledge than their own, it is easy 
to sell them, not one pair but several, and accessories 
as well, but woe to the untaught. They will indeed 
find the present day customer “hard-boiled.” 


RICHARD D. HOFHEIMER 
Hofheimer’s, Inc. 
Norfolk, Va. 


vVvvVv 


As every shoe man knows 
the task of buying would be comparatively 
easy if it were not for one element which 
figures in the transaction and which is even 
more fickle than the Goddess of Luck, that 
is—Style. This factor, Style, makes the 
shoe buyer’s problem a very complicated one 
indeed. It makes it imperative that he 
should have a definite plan to work on which 
at the same time must be flexible enough to 
allow for the possibility of a late season or 
an early season, or anything else which may 
upset the ordinary course of events. 

This plan should be developed after a careful study 
of the shoe-buying habits of the population of the 
community for which the shoes are bought. Every 
year there are new colors which may be accepted or 
rejected by Dame Fashion; this is another thorn in the 
shoe-buyer’s side. Then, of course, the proportion of 
novelty shoes, sport shoes and arch types must be 
worked out in order that the stock may be well bal- 
anced. 

In determining which colors to buy and which not 
to buy the buyer may consult the advance notices of 
the important dressmaking establishments and other 
style centers, but the only guide he has to follow in pro- 
portioning the different types of shoes, such as novelties, 
sports, etc., is the rule of precedent. It is then readily 
seen how important it is to have an accurate stock 
record which shows the number of pairs of each type 
which were sold last year and years previous and from 


Fooling 
the 
Fickle 
Jade 
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which may be drawn a fair estimate of what will be 
sold the coming year. ; 
Henry C. Cuttum, 
Saxon Cullum Shoe Co., 
Augusta, Ga. 


, = know the old 
proverb. “When you live long enough 
with your wife, you get to look like 
her.” So when I heard everyone say- 
ing that business was bad, I really be- 
lieved it to be so and spoke the same 
way. Perhaps there’s too much of a 
tendency for everybody in the shoe 
business to think, talk and act the same way at the 
same time. Recently I have changed my line of talk, 
due to the fact that I can no longer say that business is 
bad. Since the first of August all our shoe departments 
have gone ahead of last year. 

The reason for this is that we have changed our 
methods because the immediate buying habits of our 
customers have undergone a change. It seems as if the 
buying people are holding on to their money. When I 
saw the boys in my department taking $12.50, $15 and 
$18 shoes off the feet of rich women who could afford 
to buy these same price shoes again, and when I saw 
these same customers buying $4.85 sale shoes, I figured 
that there must be more $6 and $7 customers in town 
at that particular time that those who would pay 
above $10 for their footwear. 

A quick trip to the market resulted in the picking up 
of some regular case jobs AAA to C at prices not over 
$2. A big promotion sale at $2.98 brought the crowds 
to the store. Some 331 pairs of leftovers were dis- 
posed of at $1 the shoe the next week. 

By having the stock in a fairly liquid condition, we 
were able to make this move which kept the department 
busy and also aided in boosting the sales batting aver- 
age. If the stock was top heavy, it would have not been 
possible to pull this stunt. On the other hand, if we 
had tried to shoot a sale with a bunch of the season’s 
odds and ends, or even buy cutting the prices of the 
regular goods below cost, the public response would 
not have been anything at all. This sharp shooting 
is not by any means recommended as a cure all for the 
present condition. Neither is it something which may 
be practiced time after time with the hope of pulling 
in the crowds. It worked in our case. With the other 
fellow something else might turn the trick. 

I believe that every merchant and buyer will pull 
through this period easily if he will advertise regularly, 
but use a few inches less in every ad. Keep the stock 
down, but well sized up on the sure fire staples as well 
as a sprinkling of brand new safe novelties; be on the 


Too Much 
Alike 
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More Feet to Fit 
More Shoes Per Foot 
New 1930 Census Figures 


In- 
Population crease 
12,609,555 
9,638,841 
7,630,283 
6,629,373 
5,810,683 
5,642,282 
4,818,371 
4,364,972 
4,002,568 


New York 
Pennsylvania .... 
Illinois 

Ohio 

Texas 

California 
Michigan 
Massachusetts 
New Jersey 
Missouri 

Indiana 

North Carolina... 
Wisconsin 

Georgia 

Alabama 
Kentucky 2,622,809 
Tennessee 2,609,637 
Minnesota 2,558,265 
Iowa 2,467,900 
Virginia 2,418,075 
Oklahoma 2,388,955 
Louisiana 2,098,876 
Mississippi 2,007,743 
Kansas 1,882,518 
Arkansas 1,853,981 
South Carolina... 1,732,271 
West Virginia.... 1,728,510 
Maryland 1,625,279 
Connecticut 1,602,263 
Washington 1,557,540 
Florida 1,465,969 
Nebraska 

Colorado 


_ 
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South Dakota.... 
Rhode Island 
North Dakota.... 
Montana 

Utah 

Dist. of Col 

New Hampshire. . 
{daho 

Arizona 














Vermont 
Delaware 
Wyoming 
Nevada 


Totals 


*Decrease. 




















floor at all times so that you will know every move and 
thought of your trade. This is of the utmost import- 
ance. The day of “the hidden boss” is gone by. 
AL REISS, 
Birmingham, Ala. 
———Kv—X—KX——X—X—X—X—— 


@. another page you will 


find the monthly merchandising calendar that is a fea- 
ture of this section. Are you using it? Of course we 
don’t expect you can use all of it, because no one 
calendar could fit ALL the needs of the thousands of 
merchants who read this section. 

3ut in every issue of the calendar you will find 
dozens of ideas that you can use, in whole or in part. 
And a careful reading of the calendar will call to your 
mind many other things that you ought to do during the 
coming month. 





Patou Features Lounging 


And the New Theme in House Garments Makes 
the Slipper a More Important Item Than Ever 


Ad round the first of August 
France fairly teems with excitement. Buyers and creators, 
tense with anticipation, vie with one another, all bent on know- 
ing and obtaining something new in garment fashioning. 

Patou, who understands the American woman and her whims 
as few other French creators do, is usually most successful with 
whatever theme he prefers to interpret at the semi-annual 
openings. This season Patou concentrates on the “woman 
elegante.” The active sports and casual costumes have an air 
of distinction as well as chic. Odd treatments, quiet details and 
above all the adaptability of line for the uses of the garment, 
comprise the theme of the Patou models. 

Now Patou exploits the “House Ensemble.” Greek and 
Roman simplicity is featured in all garments and the house 
pajama, which resembles a semi-evening frock, is perhaps the 
most flattering costume in the wardrobe of milady. The soft, 
loosely woven cord which girdles the waist of the house gown 
is repeated as an important accent on the house slipper. 

Costa, in designing footwear to complement the frock, made 
a study of line and proportion so as to obtain ensemble correct- 
ness. Two outstanding numbers were shown at the salon open- 
ings, one lounging slipper in ivy green crepe with the collar 
of deeper colored satin. The second slipper was of paradise 
green satin with metal brocade trim and heel. The mere fact 
that Patdu recognizes the importance of this home costume will 
later translate itself into the American specialty shop mer- 
chandise and into the shoe departments of America’s wide- 
awake shoe and department stores. 

America is now realizing the importance of relaxation. The 
radio, the renewed interest in bridge and the necessary reading 
of condensed book reviews and biographies as well as the im- 
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Slippers > 


By 
MADAME HAMILTON JEFFRIES 


Fashion Editor, 
BOOT AND SHOE RECORDER 


perative leisure in which America finds it must in- 
dulge, make semi-formal house clothing a new item 
for retailers to follow. 

By cooperation with the pajama and house gown 
department, the lounging ensemble can be made an 
exhibition piece for consumer appeal in both depart- 
ments and in window displays.” If some effort to 
exploit new items is not made, how can one judge 
the value of the merchandising possibilities? One 
must have courage to try new ideas and exploit the 
unusual, otherwise there is no going forward. 
Study the problem and then get behind it. Sales 
won’t just happen—they never have! 

A year ago when Cheney exploited the pajama 
at the spring style conference, retailers in various 
parts of the audience commented that it was a waste 
of time to watch fashions that had no bearing on 
retailing. A few months later when the pajama mode 


swung into volume for vacation wear, many of these 
same retailers found a very substantial profit in 
beach and lounging footwear. It is sometimes well 
to listen even though we do not always second the 
motion. Thus worth-while ideas may be gleaned. 


BooT AND SHOB RECORDER : 
combining THB SHoB RETAILER, Sept. 13, 1930 


NORDEN 




















BOOT and SHOE 


RECORDER 


The Great National Shoe Weekly 
With which is combined 


THE SHOE RETAILER 


ARTHUR D, ANDERSON 
Editor 
Associate Editors 


Owen A. THOMAS 


Harry F. BAKER 


Raymonp L, FITZGERALD 


Frep A. GANNON 


E. O. Ray 


Georce E. Garou 


MADAME HAMILTON Jerrries, Fashion Editor 
Harry R. TerHuUNE, Field Editor 


239 West 39TH Street, NEw York City 


Copyright 1930 
Division of the United Business Publishers, Inc. 


In Merchant Service 


Since 1882 


Getting More Shoes 
Sold Right 








A “Sports” Fall 


HERE is no country on the face of the globe that 

has given the amount of attention to sports that 
we have. We have learned the absolute necessity of 
exercise in the outdoors for health. The great games 
of golf, tennis, baseball and skating are social sports 
and give to the people who enjoy them the necessary 
physical exercise. 

It is too bad that in football ‘most of the sport is 
enjoyed fashionably from the grand stand. We need to 
stress and develop the “participating” sports. 

To the shoe man it means much, for with the reduc- 
tion in pairage worn for utility, the creation of a market 
on footwear worn for sport enables him to serve more 
customers and make more profit. 

[t is a serious item with the merchant as to the pairs 
per person he sells, and to that end, we stress actual 
sport shoes so that the merchant will put more effort 
in that direction. We have seen the grocery and drug 
store take practically all the shoe dressing business 
away from the shoe store because the merchant did not 
like to spoil the appearance of his store by having these 


The 


’ 


ready sales articles on top of every counter. 
merchant put his dressings under cover while the drug 


and grocery stores made it easy for the public to grab 
them. A complete service shoe store must learn to 
diversify its goods and services. 


Be hin, Br 


File Your Store Report 


ROM an unofficial, but nevertheless authoritative 
source comes a strange story about results to date 
on the Federal Trade Commission chain store probe. 
Tt is said that chain store organizations have been 
prompt and thorough in filing these reports but that 
independent retailers in all lines have been very indiffer- 


ent and actually lazy in the matter. 


Obviously, one of the aims of the investigation is to 
ascertain whether or not some, if not all, national chains 
violate existing anti-trust laws. Brought to success- 
ful conclusion, this probe might bring about changes 
that would aid independent retailers in meeting price 
competition from chains. The probe would determine 
whether or not national chains, broken up into several 
corporations in as many States, presumably for taxa- 
tion savings, do not in standardizing cut prices, violate 
price-fixing legislation, in that such practice appears 
to represent price agreement between groups of re- 
tailers, each group being a corporation unit of the 
parent chain, but in each case claiming to be a local 
corporation in its respective State. 

If this theory is sustained by the Federal Trade Com- 
mission in its final ruling, the practice might cease and 
perhaps the parent holding company, if such there be, 
will be forced to accept full parental responsibility and 
operate in all States as one large national corporation. 
This would mean a tremendous increase in taxation, 
which might offset present retail selling price advan- 
tage of their stores. 

While it is doubtful whether legislative help can be 
as potent as better merchandising it is uncannily strange 
that independent retailers have been so unwilling to aid 
in this survey. A brief investigation of the indiffer- 
ence brought to light the rather general complaint that 
amusing questionnaires was “too much trouble.” 

The thought occurs that this “too much trouble” 
attitude may have been the inspiration which has made 


the chain store development so potent and profitable. 
A, 4, 4. 
Most for the Money 


USINESS is down to hard pan and it fooks as if 


profits are to be made throughout straightforward 


intelligent manufacturing and merchandising. 
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Greater progress has been made in the shoe industry 
in the past two years than in the decade before—com- 
petition has made vigorous every item going into foot- 
wear—to the end that the public may get a better dollar’s 
value in shoes. 

The shoe industry is “setpping out” in the individu- 
ality of its product and the better appreciation of what 
footwear means to the proper attire of women, chil- 
dren and men. The shoe is an element of dress—not a 
mere pad lifting the flesh from the pavement—but a 
real factor in fashion and therefore worthy of a fair 
price. 


Ahm 


More Qualifications Needed 
i Oa door of opportunity is not closed and barred 


in shoe manufacturing. Any man may open it 
and enter who knows shoes, who is a natural organizer, 
who can command a moderate amount of capital, and 
who is awake to the importance of being a merchant 
as well as a manufacturer. We sometimes think the 
merchant-minded qualification is the most important of 
them. 

The percentage of labor cost in the manufacture of 
shoes is quite high. This puts the business upon a 
different grade from those indgstries in which pro- 
duction is measured largely by the size of gigantic 
machines, which turn out a uniform product. Steel 
manufacturing and lumber producing may be taken as 


an example of one class of production. In these, the 


total product may be 


ing staff required to operate them. ‘The finished product 
of these industries, however, is only raw material for 
the uses of other branches of manufacturing. The 
shoe is a finished product, and into its production must 
always go a large proportion of labor, aided, of course, 
by ingenious machinery, but necessary always, at every 
state of operation. 

As against economies of operation on the part of the 
immense shoemaking plant, a smaller manufacturer 
must bank upon his skill as an organizer, his efficiency 
as an inspector, and his ability as a designer of new 
and taking styles. He must know the “use” of his 
goods in style and in season, and then must find their 
best path of distribution through stores capable and 
willing to complete the final sale over the fitting’ stool. 


Aha 


Give a Job 


E had hoped that most of that process of re- 

organization of stores and workers was about 
over. But we get a very good indication of displace- 
ment of man-power by the great number of inquires 
that come to us from traveling salesmen and from retail 
store salesmen, buyers and managers, all in search of 
jobs. We do our level best to bring these displaced 
men and women in contact with new opportunities. 
Placing men always was a problem, even during the 
World War period when so many men were taken out 
of industry and put into uniform. Jobs, as such, were 
not so plentiful that any man would do. It takes a 
certain amount of experi- 
ence and competence to do 








speeded up merely by the 
installation of tremendous 
machines in the way of con- 
verters and saws, 
hydraulic presses and auto- 


matic log carriers, without 


oe oe 
gang 


much increase in the work- need and use? 














ter. 


again? 





Ask Me Another 


—Is the consuming public near the re- 
placement point on the things they 


—Yes, there is every indication that 
the individual’s stock of things must 
soon be replenished. 


—Does this mean shoes? 


—By all means—Shoes will be bought 


in large quantities this fall and win- 


—Will the shoe business be good 


—Yes, provided manufacturers and 
retailers insist on making a fair 


profit on every pair. 


es el 


a job in a store as clerk, 
buyer or manager. Compe- 
tent men are to be had. Ii 
you can use another sales- 
man, it’s a good time to add 
a capable man. 








President. 
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Merchandising 


PLAN YOUR WORK 
WORK YOUR PLAN 





1 


A good day to change 
your window trims and get 
some Fall atmosphere into 
the backgrounds or decora- 
tions, few cornstalks, 
pumpkins or autumn [leaves 
and an amber spotlight or 
two will give just the effect 
you are after. 


2 


Be wre. every pair of 
shoes in eur windows is 
plainly priced. And make 
use of available spots in- 
side the store for little dis- 
Plays of one or two pairs 
of smartly styled shoes, 
with price cards. This is 
the “harvest” month for 
you! Do everything you 
can to make it easy for 
people to buy. 


Use a fairly large ad 
tonight— and make it a 
STYLE ad. You'll get far 
better results if you con- 
centrate on one or two 
prices, instead of trying to 
Feature too many items in 
on Put in a window 
to “tle up with the numbers 


you are advertising. 


| 








+ 


Have the salesmen sug- 
gest rubbers to every cus- 
tomer today, and keep a 
record of the additional 
sales made through their 
suggestions. e results 
are worth while plan to 
have one item for such sug- 
gestive selling every Satur- 
aay this month. 





| 
| 
| 


| 
| 


\ 


6 


wh make a drive 
on Men’s °Shoes this week, 
in a window, fea- 
“MEN’S AUTUMN 
HT FOOTW EAR,” 
and run an ad tonight, or 
in Sunday’s paper featuring 
heavier weight shoes ‘for 
Fall and Winter. Of course 
you'll emphasize style. In- 
struct all the salesmen to 
talk the advisability of 
heavier footwear for this 
time of year. 


7 


A letter, or a high grade 
circular on coated paper, 
sent out to your mailing 
list will help the drive on 
men’s shoes. Here, as in 
your ads, you will get far 
better returns if you con- 
centrate on one price—your 
most popular selling price, 
of course, 





8 


There should be another 
newspaper ad tonight on 
men’s shoes. A _ brightly 
lighted store is an inviting 

your eee 
Tents BRIGHT Check up 
to see that there are no 
burnt-out lamps, and that 
shades and fixtures are 
clean and shining. You'll 
observe that the chain 
stores believe in bright 
lights. They know it pays. 


9 


Are you keeping a daily 
record of advertising and 
sales? You should —not 
only of your own activities 
but of those of your 
petitors, It will be inval- 
uable for reference next 
year. It will enable you to 
avoid your mistakes, re- 
peat your successes, and 
keep one step ahead of your 
competitors. 


10 


There shoulda be a big aa 
on Men’s Autumn Weight 


Footwear tonight for Sat- 
urday’s selling. Feature 
Men’s Spats and Hose in 
this ad too. If you can ar- 
range to get this ad on the 
sports page of the news- 
paper it will be seen by 


more men. 


U1 


Have the salesmen sug- 
gest SPATS to every man 
who buys shoes, pointing 
out that spats are a neces- 
sary part of the_ wel)- 
aressed man’s outmt, and 
add materially to his com- 
fort. A little effort will sell 
a surprising number ° 
pairs to men who entered 
the store with spats the 
farthest thing from their 
minds. 











13 


If you have not put any 
special selling effort behind 
Children’s Shoes since early 
last month it might be well 
to make this “CHILDREN’S 
SHOE WEEK,” starting off 
with an ad Sunday or to- 
day, and a good window. 
Women’s Fall styles should 
have a good window this 


week too. 


14 


Have tickets printed 
reading, “This Is Children’s 
Shoe Week at Blank’s Shoe 
Store! Buy a pair of Chil- 
dren’s Shoes this week, pre- 
sent “ A and get . 
Play REB|”’ Hav 
these tickets distributed to 
the children as they leave 
the schools today. The Play 
Ball is just a_ suggestion. 
Any good toy that you can 
secure at a low price will 
be just as effective. 


15 


If there’s a daily paper 
in your town you should be 
using two or three small 
ads a week ali during this 
month, featuring one 
Women’s Fall style in each 
ad. A letter or folder on 
Children’s Shoes mailed out 
today will be worth while. 
Remember that many par- 
ents didn’t buy the childr 
new shoes when school 
opened, and are going to 
have to buy them soont 
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Calendar 


er 





Are you changing your 
windows often enough dur- 
ing this big SELLING 
month? You wouldn't run 


the same newspaper ad time 
after time. Remember that 


your windows are adver- 
tisements too—and they ac- 
tually cost you more than 
newspaper space. Make 
good use of them. Keep 
them changing constantly! 


17 


Run an ad on Children’s 
Shoes tonight, reproducing 
in it the ticket you handed 
out at the schools earlier in 
the week. And of course 
you'hn ha separate ad 
on ‘Women’: 's Fall ‘Styles, If 
you have any “turn-killers” 
in your stock mark the 
prices down sharply and 
use them for Saturday 
“window leaders.” 


18 


Don't forget to have all 


salesmen suggest some 
other em to every cus- 


tomer today. Why not have 
them all mention women’s 
hosiery to every shoe pur- 
chaser. For a window fea- 


ture today have a score- 


board in the background 
listing all the day’s impor- 


tant football games, Ar- 
range with your newspaper 
to supply the scores. 











20 


Why not put a little sell- 
ing ‘effort behind House 
Slippers this week? A good 
window, an ad or two, and 
a mailing card to your list 
will produce a lot of sales 
on this profitable line. Have 
an attractive table display 
of your best values right 
up front all week long. 


21 


Are you going.to add a 
few special lines for the 
Holiday season to help 
boost sales? Handbags, for 
instance —or a few good 
\Wwgeage values. It’s time to 
be making your plans, Are 
Christmas boxes and wrap- 
ping materials ordered? 


22 


Do you sell Hosiery? 
How long since you gave 
this line a really BIG ad- 
vertising play? Why not 
run a large ad, featuring 
in a rather sensational way 
the one number that is your 
biggest seller? This is a 
good hosiery month and the 
line will respond to extra 


selling effort. 


23 


Put in a big hosiery win- 
dow to tie up “with your ad, 
You might feature a_ spe- 
cial price on boxes of three 
or six pairs of the number 
you are emphasizing. Make 
a thorough check of stocks 
today to be sure there are 


no slow sellers that have 


escaped your attention. And 
make sure, too, that you 


have adequate stocks on 
rubbers and galoshes. 





24 


Tonight’s ad should be a 
powerful one on style num- 
bers. This is the top of 
the season! The season for 


parties and dances is here. 
Put in a window of party 


slippers to catch the eyes 
of Saturday shoppers. In 
your men’s window some 
pictures of local football 
stars will get attention. 
Your newspaper will prob- 
ably be giad to loan them 


25 


Did your football score- 
board idea prove successful 
last Saturday? Then re- 
peat it today, and till the 
end of the season! Two or 
three good window specials 


today wil) draw shoppers 
inside. Keep a record to see 


just what results your win- 


dows secured on these spe- 
cials. 


24 


Friday night is Hallow- 
e’en. t in an appropriate 
window for the Hallowe'en 
season today—or rather, 
put Hallowe'en atmosphere 
into all your windows for 
this week. In your chil- 
dren’s shoe window you 
might offer a Hallowe’en 
mask with every pair of 
shoes. These can be secured 
for a few cents apiece. 








28 


A good day to sit down 
and look ahead to Novem- 
ber selling, making all your 
plans for advertising and 
merchandising. You'll find 
a Calendar for November 
to help you in the Boor anp 
Swuos Recorver for Oct. 18. 


i 


29 


Make these last three 
days of October count! If 
your recent check of stock 
uncovered many numbers 
that are not turning rap- 
idly, why not have a Month- 
End Selling of Women’s 
Fall Shoes? With a good 
window, and a strong sale 
ad built around these num- 
bers on which prices have 
been reduced you can get 
extra business. 


| 


Offer a $5 prize to the 
salesman who submits the 
best suggestion for getting 
extra business during No- 
vember and December. An 
idea that will contribute to 
your holiday season volume 
ought to be worth many 
times $5 to you. Display on 
tables the numbers you are 
featuring in your Month- 


End Selling. 


31 


Plan to start November 
eff tomorrow with a BIG 
day. Run a strong ad on 
style numbers tonight, and 
plan special window for the 
day featuring all late ar- 
rivals. It’s getting colder 
now—give Spats a window 
feature along with your 
men’s shoes, 
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The close similarity between 

hand and foot makes a use- 

ful “talking point” for the 
retail shoe salesman 














$10,000 for a Pair of 


Foot Comfort Commands a Price But 


the Shoe Merchant Must First Know Feet 
By HUGH THOMPSON 


F.. more than twenty years 
[ have been interested in ghoes of the corrective, or 
what I prefer to call the health type. I have attended 
a number of the sessions of the American Medical 
Association and city and state health conferences, al- 
ways with special reference to the progress of knowl- 
edge and method in the care of the feet. Some of my 
friends say that foot correction is an obsession with 
me. Every man should have a hobby. I have two. 
Never mind what the other one is, but I am ready to 
confess that one of them is foot correction or foot 
comfort. 

[ think I may say that I am more or less familiar 
with every theory of foot correction and that I have 
for many years kept in touch with every new shoe 
exploited for this purpose. It would be more than 
queer if I had not formed some very definite ideas of 
my own as to what constitutes a proper shoe. I have. 
And I am ready to meet all comers in defense of those 
ideas. “But it is not my purpose to air those ideas here. 

The Editor of the Recorper has asked me to write 


44 


a series of articles on this subject and it is my purpose 
first to consider the question from the viewpoint of the 
customer. In this and the following articles I want 
to show, if I can, the structure and functions of the 
feet, the reasons that they get into difficulties, the real 
need of special shoes and to set forth the various means 
now available to meet this need. I shall endeavor to 
present these various ideas without bias and I might 
as well say right here that the whole subject will be 
treated purely from the standpoint of the mechanics 
of the feet. 

I am not an anatomist or a physician or surgeon, I 
am simply a shoe man who has been interested in and 
given a great deal of thought to the merchants of the 
feet. And no shoe man has any business meddling with 
foot ills beyond that point. We must never forget a 
shoe store is not a hospital. But I will also add, with- 
out fear of successful contradiction, that the average 
well trained shoe man knows much more about the 
proper fitting of the foot than does tlie average doctor. 
Now to get on with the story. 
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How about the customer who starts out in search of 
shoes to relieve a pair of aching feet? The heading 
of this article is, “$10,000 for a Pair of Shoes.” A man 
told me some years ago that he had begun to have 
trouble with his feet and legs. He went to various 
doctors, had special supports made, took a rest cure, 
went to the shoe stores and bought what they recom- 
mended. Finally he went to Germany and took baths 
but kept getting steadily worse. Then one day he was 
told about a certain shoemaker who had some rather 
radical ideas about shoes and he went to him. Tlis 
_ troubles were finally over, but 
he added: “It has cost me 
$10,000 to get a comfortable 
pair of shoes.” 

A lady told me recently that 
she had been to three shoe 
stores and had been told three 
different things about her feet 
and the kind of shoes she 
needed. She said, “I am all 
confused and I don’t believe 
any of them knew what they 
were talking about.” 

Unfortunately there is some 
truth in her remark. There is 
entirely too much of parrot 
like repetition of half truths 
in shoe stores. Recently I saw 
a store specializing in a cor- 
rective shoe that I had never heard of and went in to 
find out about it. The young salesman was very 
courteous and explained the features of the shoe at 
some length. Then he remarked: “You have trouble 
with your feet, have’nt you?” I was not aware of it 
but asked why he said that. He said: “Your seismoids 
have fallen.” That was a new one on me and I wanted 
to know how he knew it. He told me he knew because 
the toes of my shoes were up off the ground. (I 
always have my shoes made with good toe spring.) I 
had some fun for the next few days telling my friends 
they had fallen seismoids because all their shoes were 
up at the toes as much or more than mine. 


mechanism. 


, I want to say that 
I have great sympathy for the man or woman who is 
in need of foot help. I do not wonder that they grow 
confused and disgusted with the senseless patter that 
is handed them in too many shoe stores. I do think that 
the shoe salesman will be a better salesman, not only 
for health shoes, but for all shoes, if he has an intelli- 
gent idea of the construction and functions of the feet. 
But he should refrain from the use of medical terms 
which he only partly understands, if he understands 
them at all. 
When I attempt to describe the structure of the feet 
in relationship to the rest of the body, I will be com- 
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In man-made structures the founda- 
tion is as wide as, or wider than the 
structure it has to support. 


The human foot is unique in that it 
is many times smaller than the bulk 
it is called upon to bear. 


The problem of the shoemaker and 
the shoe fitter is not so much to 
help the foot as it is to so make and 
fit shoes as to interfere least with 
the natural, normal action of the 





pelled to use some technical terms but they will be 
used in such a way as to be readily understood by the 
lay mind, which is the kind of mind I myself am using. 
May I add that I am glad to contribute to the readers 
of the Recorper whatever knowledge of this subject 
I may have but I will feel that my time and the space 
in the REcoRDER has been wasted if this matter does 
not come to the attention of the man on the floor, for 
whom it is primarily intended. If you, Mr. Proprietor 
or department manager, have found anything of inter- 
est in these articles, I am asking that you pass them on , 
After all, 
salesman 


to vour sales force. 
it is the individual 
who must meet this situation 
and anything that will help him 
to me. ‘t more intelligently 
will add w quality of ser- 
vice you are ren ‘ting to your 
customers. 

In all nature, it seems to me, 
there are no structures so 
unique or so well adapted to 
their uses as the human hand 
and foot. To think of the 
many and varied uses of the 
human hand, from the extreme 
of the massive girder of steel 
to the most delicate piece of 
hand wrought jewelry is to 
marvel. Strong enough to 
wield the tools that carve a group of statuary on a 
mountainside, yet delicate enough to remove a cataract 
from the eye. Hard enough to fell an ox, yet soft and 
soothing as nothing else on earth when laid by a 
woman on a fevered brow. 


Attnough its uses are not 
so varied, the foot in its field is just as remarkable. 
In all man-made structures the foundation is as wide, or 
wider than the structure it has to support. The human 
foot is unique in that it is many times smaller than the 
bulk it is called upon to bear. Unlike the hand, it is 
not left free and untrammelled. Put a heavy glove on 
your hand and you immediately reduce its efficiency. 
If we could give our feet the same untrammelled action 
as we do our hands by going barefoot there would be 
little complaint of foot troubles. Unfortunately for the 
feet and fortunately for the shoe industry it is absolute- 
ly necessary that the feet be protected by shoes. Since 
the structure of the feet is so ideally fitted for their 
task, the problem of the shoemaker and the shoe fitter 
is not so much to help the foot as it is to so make 
and fit shoes as to interfere least with the natural, 
normal action of the mechanism. 

The hand and foot are remarkably alike in structure. 
While this is a discussion of the functions of the feet 
[TURN TO PAGE 71, PLEASE] 
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Picturesque Story of Kid Leather 


Skins Gathered from Far Corners of World 


To Be Tanned Into Materials for Fine Footwear 


[Seventh of a Series on All Leathers] 


Ms kid 


leather for shoes is 
made from nearly 
mature goatskins. It is 
a strong and supple 
leather, available in very 
light weights. Most of 
it is given a glazed fin- 
ish and so is naturally 
lustrous. Polishing 
heightens its attractive 
appearance. Its thin 
pliability makes it a 
comfortable leather, 
particularly popular for 
remedial footwear. The same characteristics have made 
it important in stylish footwear for women. 

In addition to the standard glazed finish, in all colors, 
kid is made with a dull or mat finish, with a patent 
finish and also in gold and silver effects. Fancy goat 
leathers are similar to the embossed calf leathers, but 
are vegetable tanned instead of chrome tanned as are 
practically all other goat leathers. 

Tiny groups of pores or hair cells that lie three in a 
line identify these leathers. In general, goatskins are 
classified in three types—fine, medium and coarse grain. 
This differentiation is based on the spacing of the 
pores. If coarse, these are large and widely spaced. 
If fine, they are small and close together. Between 
comes the medium classification. While there is no 
hard and fast rule for exact grading by this method, the 
trained eye can readily detect this evidence of quality. 

The coarseness of grain depends to some extent upon 
tanning, but much more upon the type of skin used. 
China skins which have a large quantity of long hair 
are mostly coarse grained. Indian skins which have less 
hair show the opposite tendency. The tanner adapts his 
stock as nearly as possible to the shoe manufacturer’s 
requirements. 

Altogether, there are at least sixty-eight varieties 
of goatskins. The goat is a hardy animal, living in 
warm or tropical regions throughout the world. The 
territory inhabited by the goats is so vast that it offers 
opportunity for the development of many distinct 
species. The thickness of the skin and the grain vary 
in these various species, but in general the skins weigh 


for making kid leather. 


Photos by New York Zoological Society 


The Patna goat and the Asiatic wild goat are two of the many species used 

United States tanners require about 50,000,000 

skins annually; the bulk of the supply comes from regions of the Orient, 
particularly through China and India. 


from one pound to five 
pounds and the sizes of 
the skins after tanning 
run from one to 12 or 
14 square feet in area— 
enough to cut from one 
to seven or eight pairs 
of shoes per skin. 

Per pound, goatskins 
are the most expensive 
of the major varieties 
of hides and skins used 
for shoe leather. In the 
better grades, kid 
leather is more: costly 
than other leathers but on medium and low grades, the 
price is in line with other: staple upper leathers. As in 
the case of all other leathers, one contributing reason 
for its cost is the fact that the world supply of ‘skins 
is strictly limited, because they are a by-product. 


Niinety-cight out of every 
hundred skins used in this country are imported. There 
is romance in their gathering—and anxiety for the 
tanner—because it is months after he has placed his 
order before he can hope to examine the purchases ‘he 
has had to make, sight unseen. Approximately 70. per 
cent of the total goat leather made in the world is 
tanned in the United States, even though our dorhestic 
production of goat and kid skins is very small, averag- 
ing only from 1 to 2 per cent of our requirements. 

To the Chinaman, the Indian, the native of Africa 
and South America, and to the peasants of southern 
Europe the goats are what horses and cows and pigs 
are to the North American. To them the goat is a 
source of milk and of meat. Broadly speaking, his skin 
is only an incident in his economic usefulness, and this 
is the nub of the problem that faces kid tanners. 

The collection of the skins has many picturesque 
aspects. Hooded, olive-skinned Arabs, mounted on 
camels, collect them from natives in the African bush, 
transport them over deserts, to resell to white traders 
at sea port or rail head. The almacenero—small coun- 
try storekeeper—in the Argentine has bartered kero- 
sene, axes and other products of our mechanical civiliza- 
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tion with petty dealers 
in the skins, to ex- 
change them again with 
another dealer in 
Buenos Aires. In 
Shanghai, coolies sort 
and bale Chinese skins. 
In Calcutta, a great 
bazaar is the meeting 
place of supplier and 
shipper of Indian skins. 
It it a world-wide and 


The goatskin industry centers in India and China. The skins are gathered 
in the interior and are sold quite largely at bazaars. 
are being packed for export; at the right, bales of skins are being weighed. 


siderable volume of kid 
is given a patent or 
japan finish. Gold and 
silver kid is used abun- 
dantly in evening shoes 
for women. For this 
purpose skins receive a 
special tannage and 
genuine gold or silver 
leaf is scientifically ap- 
plied. 

Most so-called fancy 


At the left skins 





an important trade. The 

traffic in goatskins amounts to an annual average of 
70,000,000 skins of which about 50,000,000 come to the 
United States. 

Since the adaptation of the chrome tanning process 
to goatskins, about 1890, the manufacture of glazed kid 
leather has been largely an American gp 
specialty. Prior to that time, we im- 
ported alum tanned kid leather, made 
principally in France, to the extent of 
about $10,000,000 worth annually. 
Shoes made of that leather, which was 
much inferior to the present product, 
cost from $12 to $15 per pair. These 
were excessive prices when one con- 
siders the relative purchasing power 
of a dollar in those days. 

Since the Great War, however, 
France, Germany and England have 
been making strides toward the per- 
fection of their technique and the en- 
largement of their output. Save in a 
few instances of specialized processes 
such as gold and silver kid, this coun- 
try still retains the great bulk of the 
trade, as well as a justly deserved repu- 
tation for the finest quality of product. 

The correct term to use when refer- 
ring to bright finished kid generally is 
“glazed kid.” The processes of manu- 
facturing kid leather are long and com- 
plex. Some tannéries have as many as 
35 subdivisions of operation from the 
original soaking of the skins, through 
the dehairing and tanning to finishing 
and glazing. In most establishments, 
it takes just under two months to make 
a finished commercial product out of 
the raw stock. The glazing which gives the name may 
alone take three or four days. 

Mat kid is tanned in the same way as glazed kid 
but is finished dull. Between the mat finish and the 
ful glazed finish, a range of effects are available that are 
semi-bright and are known as “satin” or “silk.” Some 
of these are obtained by special glazing but others owe 
their appearance to the use of special lacquers. A con- 
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Courtesy Bureau of Chemistry, 
U. S. Department of Agriculture 


Full grain kid (above), goat (below), 
each magnified five times. Most kid 
leather is made from goats, often 
two and a half years old when 
killed. The skin pattern is marked 
by tiny groups of three pores in a 
row, all over the skin. 
the finer these pores, the higher is 
the quality of the leather. 
lighter weights show smaller pores. 


goat is made of skins 
(running about six square feet in area) that have been 
vegetable tanned in plants in India. These skins are 
very commonly retanned in this country to soften them 
so that they will take an embossed pattern and suitable 
colors more satisfactorily. The retannage also reduces 
their tendency to make squeaky shoes 

when they are used all over. 

Though these finishes on goat leather 
are very similar to those on calf, there 
are certain outstanding differences in 
the leather itself. Goatskins are rarely 
perfect and for that reason do not take 
fine and intricate designs without show- 
ing small areas that are imperfect. The 
tannage is vegetable instead of chrome. 
Either aniline or pigment colors are 
used, the former usually being prefer- 


able because it gives a more perma- 
nent finish. Fancy goat is likely to be 


somewhat firmer than calf but has less 
pliability. Most of the time it costs 
less. Many new finishes and improve- 
ments are subjects of experiment at 
the moment. The kid tanner realizes 
that he will never exhaust the potenti- 
alities of his skin. 

Before kid leather can be shipped, 
extremely careful classification is neces- 
sary according to its color, size, weight 
and grain. The first assortment is for 
size, there usually being two to four 
classifications varying with the differ- 
ent kinds of skins and with the methods 
in vogue at the different tanneries. 

In the weight assortment, there are 
usually four classifications varying 
from light to heavy; sometimes for 
types of skins that are unusually light or heavy there 
is a fifth assortment. The heavier skins are used for 
men’s shoes and the lighter for women’s and children’s. 
Sometimes the extra light skins are used for facings and 
linings although some shoe manufacturers use these 
extra light skins for the exterior by backing them with 
a heavier material. 


In general, 


Usually 
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Profitless Shoe Sales Volume 


Time to Call a Halt on Rising Store Operation 


Expense, John Slater Tells New York State Merchants 


in Convention at Rochester 


L. recent months, 
problems arising from the decline of 
commodity prices are demanding the 
attention of all students of eco- 
nomics. Profitless sales volume is 
the big ogre of today and how to 
combat it successfully is one of our 
most serious questions. Getting 
business on a more profitable basis 
in the face of difficult conditions and 
still protecting our employees and 
paying our bills is what worries all 
of us. 

First of all, have we become too 
extravagant in the make-up of our 
stores, have we lavished too much 
capital on this particular item, do 
we get that return on the expendi- 
ture that we are entitled to? _Per- 
sonally, I say we must call a halt. 
Let us have well-lighted, well-ventilated, well-appointed 
stores, but we must not be extravagant, either in the fit- 
tings of the stores or in having too clostly a location. 

We should eliminate hit and miss merchandising 
policies, all unsound business practices such as extrava- 
gant services, discounts and inside prices. Our adver- 
tising must be tempered for our direct needs ; our policy 
must be well defined. We must advertise with these 
thoughts in mind—will the advertising bring volume, 
will it add prestige, will it help build a price line? If 
you cannot foresee result from any of these, then 
change your advertising policy. 

My answer to the first question on profitless sales 
volume is that the responsibility of this condition must 
be shared by all engaged, from the head of the house 
down to the lowest employee. Where one individual 
accepts all the responsibility, he is courting disaster and 
there must be unified endeavor to bring about satis- 
factory results. 

Our merchandising must be done with the idea of 
not forcing the customer to accept what he or she does 
not want, but with the idea that we have on our shelves 
that, commodity which is being called for. Cut down 
on your fost sales, and your volume will increase. [n 
that way, we will not only put our business on a profit- 
able basis, but bring about a condition in this business 
of ours which we must all agree is not functioning as 


we would wish. 








JOHN SLATER 


I very much decry the special sale 
habit, department store habit, I 
might call it. To bring up volume, 
merchandise is bought and sold 
without any idea of profit. Volume 
is their great cry and they are 
willing to gamble with the great 
cost of advertising just to attract 
and possibly sell other merchandise. 
Statistics are showing the fallacy of 
this policy and I predict that in time 
it will be stopped. Speaking about 
statistics, I advocate procuring all 
the valuable information regarding 
the details of our business, but when 
statistics do not give that information 
necessary for us to make progress 
in our business, then statistics are 
not either valuable or necessary. 

Show me the executive who is 
alive to the situation and I will surely know that he is 
making an adequate return on the merchandise sold. 
Mark-downs we must have, but they must be treated 
as a merchandise loss and not as an expense item. 
Early reduction sales bring loss of business and profit. 


Loss of profit, brings bad business and loss of profit. 


W. have just passed through 


the summer which to most of us is the most trying time, 
but if the storekeeper has studied his problems and if he 
is in a healthy state both financially and mentally, he 
should be ready to tackle the many problems confront- 
ing him. 

Calvin Coolidge says: “Some people are much 
afraid of doing something for which they are not paid. 
That is the attitude of class and caste which leads to 
{ossilization or decay. It represents the foreign system 
of servants, not the American system of partners in 
industry. It is the most certain road to unemployment, 
those who do only what they are paid for will never 
be paid very much. 

“The work of the world cannot be done on any such 
basis. No business can be a success in which that 
system is fostered. Whenever employees, whether in 
the office or in the shop, begin that practice they are 
bound for part time and a shutdown, There is no 
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ADVERMISING PAGES RBMOTED 


A NEW MERCHANDISING PLAN 
ummm FOR THE MODERN MERCHANT = 


A fashionable line of ladizs’ footwear to retail at prices 
in keeping with present demands. 


It is no secret that the price tendency of all commodities is down- 
ward. However, it does become a serious problem to revise prices 
and still maintain quality. 


For years BOND has produced fashionable high grade shoes for 
women. Merchants have always profited on BOND SHOES. 
Today, BOND announces their new merchandising plan in ac- 


cord with present day merchandising trends. 


QUALITY 


BOND SHOES will retail their high standards of quality. 


IN STOCK 


BOND SHOES in the latest patterns and materials always in 
stock. 


TO RETAIL 


BOND SHOES to retail at $5.00 and $6.00. 


Of course, we have not overlooked the merchant who must meet 
the demand for desirable shoes to retail at $4.00. For these mer- 








chants we also have in stock at all times a strong line that is simi- 


larly constructed on the BOND standard of quality and style. 








Write or wire to have our rep- 


resentative in your territory 


show you our complete line 


132 Duane St. ... New York 
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Talk 








Shoes From All Angles 


New York State Merchants, in Convention at Rochester, 


OCHESTER, N. Y.—The twelfth 
Annua) Convention of the New 
York State Shoe Retailers Asso- 

ciation held at the Seneca Hotel, Roch- 
ester, N. Y., Sept. 8 and 9, was devoted 
to discussion of vital problems affect- 
ing the retail shoe business. 

Before adjournment on Tuesday, the 
following officers were elected for the 
coming year: President, Charles R. 
Strange, Binghamton; vice-presidents 
—H. A. Reed, Binghamton; William F. 
Toher, Oneida; Paul V. Herron, Ith- 
aca; Jesse L. Patton, Schenectady; 
treasurer, Leslie Gardner, Oneonta; 
secretary, Harry A. Chase, Rochester. 
The convention next year will be held 
in Schenectady. 

William Pidgeon, Jr., spoke Monday 
on the subject, “Is the Independent 
Dealer Going to the Bow Wows?” and 
urged the merchants to develop a 
specialty as a means of combating the 
competition of chain stores. 

“Survival of the Fittest” has _ be- 
come in the shoe industry “survival of 
those who fit well,” according to Mr. 
Pidgeon. 


Must Give Special Service 


“Chain stores, house to house selling, 
manufacturers’ outlets, specialty shops 
are cutting into the business available 
and to survive the merchant must give 
special service, either in fitting ‘troub- 
led feet’ growing children’s feet or con- 
centrating on style shows of distinctive 
patterns.” 

Dr. Ralph Plato Schwartz of the 
orthopedic department of the Strong 
Memorial Hospital spoke on “The Rel- 
ation of Troubled Feet to Shoes,” and 
as he advocated an entire change in the 
styling of orthopedic footwear his talk 
was followed by a lengthy discussion 
of foot-fitting. 

The style situation was ably dis- 
cussed by Miss Rhea Nichols, stylist 
of the Allied Kid Company, Inc., and 
Miss Mary Delmarle, stylist of C. D. 
Brown & Co., Inc., calf tanners, of 
Rochester. 

Miss Delmarle in discussing the 
men’s shoe situation advocated more 
thought on the part of merchants to 
making men style conscious. Accord- 
ing to Miss Delmarle, it remains for 
the men selling men’s wearing apparel 
to become more conscious themselves. 
A man isn’t hands, feet, body and a 
head, alone, but a whole being and must 
dress accordingly. When the merchant 
becomes fully conscious of this fact; 
their customers will be, too, and the 
merchant will sell his goods only as a 
part of the intriguing picture he pre- 
sents to the man completely and cor- 
rectly clothed. 

The annual banquet and roastfest 





Discuss Fitting, Styles, Merchandising and Trade Outlook 





CHARLES R. STRANGE 


Binghamton merchant, elected President 

of New York State Shoe Retailers’ As- 

sociation at Convention in Rochester 
this week. 


held on Monday evening was the real 
high light of the convention. Ernest 
N. Park, president, presided; and Mott 
B. Hughey was toastmaster. 

The speakers included John Slater, 
formerly of New York, president 
of the N. S. R. A. who extended 
“Greetings from the National,” and 
Mitchell Marks, of the Merchandise 
and Research Bureau, New York, who 
discussed “Conditions of the Shoe In- 
dustry and Its Merchandising Prob- 
lems.” 

Dr. Meyer Jacobstein, former mem- 
ber of Congress and president of the 
First National Bank and Trust Com- 
pany of Rochester, also spoke, his sub- 
ject being: “What’s Ahead of Us?” Dr. 
Jacobstein sounded a note of caution, 
but felt that everything was funda- 
mentally sound and that business would 
soon pick up as merchants’ stocks are 
not heavy and once the public starts 
buying the merchants will have to 
start buying and thus the wheels of 
industry will soon be turning on a 
normal basis again. He urged mer- 
chants to advertise and push hard for 
business. 


Resolutions. Adopted 


Among the resolutions adopted by 
the convention were the following: 

“Resolved, that we appreciate the 
splendid spirit of cooperation on the 
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part of the traveling salesmen, manu- 
facturers of shoes and leather and 
other exhibitors by their attendance 
and inorsement of our convention com- 
mittee’s plan to make no charge for 
exhibiting. We recognize the friend- 
ship of these our visitors and we urge 
our members to reciprocate when op- 
portunity presents itself. 

“Resolved, that we extend to Chair- 
man William Pidgeon and the conven- 
tion committee a hearty vote of thanks 
for their untiring efforts which re- 
sulted in such a successful convention. 
Rochester, where this organization was 
formed Feb. 3, 1919, and where we 
have held three State conventions, 
holds a warm spot in our hearts be- 
cause of the cordiality and sincerity 
of her welcome and the interest of her 
citizens, particularly the shoe manu- 
facturers and the Chamber of Com- 
merce, in the welfare and happiness of 
her guests. We also desire to thank 
the Rochester shoe merchants for their 
attention to our members. 


More Members Needed 


“Resolved, that we recommend to all 
the shoe merchants of this State the 
importance of becoming members of 
this association, the principles of which 
are the loftiest and the aspirations for 
the welfare of all members and all re- 
tail shoe merchants of the State have 
brought added success in business to 
many. This association is conducted at 
a minimum of expense, having no paid 
officers, therefore the dues are low and 
within easy reach of the smallest mer- 
chant. The fact should be appreciated 
by all merchants that our officers and 
older members are the outstanding and 
most successful merchants of the State, 
who personally are not in need of an 
association, but who are always gen- 
erous and gracious in extending a help- 
ing hand to those of his capital and ex- 
perience. To this end we recommend 
that an effort be made to extend the 
membership during the coming year. 

“Resolved, that the New York State 
Shoe Retailers Association goes on 
record in assuring the National Shoe 
Retailers Association of its indorse- 
ment and support. With two of our 
members directors of the National, 
and one, John Slater, a past president, 
our affiliations are naturally very close. 
Under the management of that sterling 
gentleman and our genial friend, James 
H. Stone, the National has made great 
progress and is serving in many ways 
the interests of the retail shoe in- 
dustry. 

Other resolutions expressed regret 
at the passing of Fred C. Kimball, of 
Buffalo, a former secretary, and at the 
retirement from the shoe business of 
Charles T. Miller, of Poughkeepsie, 
former president. 
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Trade Looks for Steady Increase 


Fall Buying Delayed by Warm Weather, But Merchants Believe 


Consumers Must Soon Replace Worn Shoes 


New YorK—While fall retail busi- 
ness in New York has been retarded 
somewhat by unseasonably warm tem- 
peratures since the first of September, 
there are marked indications of in- 
creasing seasonal activity in shoes and 
newspapers are filled with advertising 
featuring the new styles in men’s, 
women’s and children’s footwear. 

Much of this early September adver- 
tising, as usual, centers around school 
and college openings and features 
shoes for boys, girls, young men and 
young women. Shoe merchants say 
that there is an inclination, even in the 
case of school shoes, to postpone buy- 
ing this season. This fact is attributed 
less to economic conditions thah to the 
fact that the weather so far has 
favored summer apparel and footwear. 
In fact there has been a growing ten- 
dency in recent years for the school 
footwear business to develop a little 
later than formerly and the vogue of 
summer sports clothes, which are worn 


until the weather turns cool, is be- 
Vieved largely accountable. 

Notwithstanding the fact that 
weather, ideal for _ enjoyment but in- 
auspicious for business, has thus de- 
layed the opening of fall trade in 
volume, there are a number of sig- 
nificant straws pointing to improve- 
ment which make retailers here opti- 
mistic for a fall season proportionately 
more favorable both in sales and 
profits than the past summer has been. 
One of these is the fact that some of 
the chain store groups which operate 
in many cities are reporting a dis- 
tinct improvement in certain localities 
within the past fortnight. These re- 
ports dovetail with those of manufac- 
turers who are receiving better orders. 

Another factor that is counted on to 
swell the volume of trade at retail as 
the season advances is the inclination 
on the part of many large corpora- 
or to add more workers to their pay- 
rolls. 








Will Knight President of 
Portland Group 


PorTLAND, Ore.—The Portland chap- 
ter of shoe retailers elected Will Knight 
of the Knight Shoe Company president 
for the ensuing year at a meeting held 
the evening of August 18. He succeeds 
E. C. Hyd 


. C. Hyde. 

Others to assist Mr. Knight are: 
Vice-president, Sam Armishaw of Ar- 
mishaw Bros.; secretary, John A. Cald- 
well of the Cantilever Shoe Store, and 
treasurer, Harry Goldstein of the East- 
ern Ouratting. Co., who was reelected. 

Retiring officers, besides Mr. Hyde, 
are: Vice-president, Ward Brazelton 
of Brazelton’s, and Edward L. McLean, 
secretary, of the Northwest Associa- 
tion. ; 

i 

Joseph Carroll to Manage 

Coward Store 


New YorkK—Joseph H. Carroll, who 
has served with the Coward Shoe Com- 
pany in both the downtown and up- 
town shops for the past several years, 
has been made manager of the Coward 
Forty-seventh Street shop, filling the 
vacancy left by the resignation of 
George Mustoe on September 1. 








What a Day—and What a Time! 








Maybe the weather was warm—this photograph | 
shirtsleeves and got right down to the business o 
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Canada, on August 27th. 
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looks like it—but the Buffalo shoe retailers and shoe travelers shed their coats, rolled up their 
f having a regular old fashioned good time when they held their joint outing at Bridgeburg, Ont., 
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Constant Comfort Shoes 


Constant Comfort Shoes are worn by housewives, nurses, waitresses, Sisters, school teachers— 


by all classes of women needing sensibly styled, extremely comfortable footwear. 


They have a 


place in every merchant’s stock. New Fall styles are now ready and in stock at St. Louis and 
Auburn, Maine. Write for a catalog or send your order to the nearest office. 


Style No. 11135K—83.85 


Black Kid One-Strap Center Buckle, 15/8 
Leather Heel. Instock A, B, C, D. 


Style No. 11120I—83.85 


Black Kid One-Strap Center Buckle, 16/8 
Wood Heel. Instock AA, A, B, C. 


Style No. 162—83.25 


Black Kid Three Eyelet Blucher Tie, 14/8 
Heel. Instock A, B, C, D, E. 


Style No. 11228K—$2.65 


Black Kid One-Strap Center Buckle, 14/8 
Leather Heel. Instock A, B, C, D 


Style No. 11128K—$3.25 


Black Kid One-Strap Center Buckle, 14/8 
Leather Heel. Instock A, B, C, D. 


Style No. 391—$2.10 


Black Kid Plain Toe Oxford, 9/8 Heel. Instock 
Cc, D, E, EE. 


Style No. 11127Q—-$3.25 
Black Kid Wide Strap Center Buckle, 12/8 
Heel. Instock B, C, D, E. 


Style No. 11227Q—$2.65 


Black Kid Wide Strap Center Buckle, 12/8 
Heel. Instock B, C, D, E. 


Style No. 115——$3.25 


Black Kid Two Strap Cutout Pump, 14/8 Heel. 
Instock A, B, C, D, E, St. Louis. 


AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


AUBURN, ME. 
(Factory and In-Stock Dept.) 


ST. LOUIS, MO. 
(In-Stock Dept.) 
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Fall Fabrics and Footwear 








In this striking window display, |. Miller & Sons, Inc., demonstrated dress fabrics 
that will be in the forefront of the Fall fashions, together with the types of shoes 


and accessories that are correct for wear with the various dress materials. 


Black 


suede footwear was featured in this display and in striking newspaper ads which 
appeared the same week. 





Vic Grieshammer Resigns 
from Carl E. Schmidt & Co. 


DEeTROIT—Vic Greishammer has sev- 
ered his connection with Carl E. 
Schmidt & Co., effective this month. 
Mr. Grieshammer has been in the ser- 
vice of the local firm of calf tanners 
for 16 years, having charge of the sales 
for the entire western division. In 
announcing his retirement, he expressed 
his appreciation to his many friends 
for courtesies extended. He has made 
no definite plans for the future. 


George Burrows Back from 
Europe 


RocHesTer, N. Y. (UTPS)—New 
ideas on styles and color trends were 
brought home last week by George Bur- 
rows of the Sherwood Shoe Company, 
manufacturers of women’s shoes, after 
he had spent the best part of three 
months in Europe on‘a combined busi- 
ness and pleasure trip. 


J. B. Gamage New Head of 
Hilliard & Merrill Company 


New YorK—At a meeting of the 
board of directors of Hilliard & Mer- 
rill Company held September 3, J. B. 
Gamage was elected president, follow- 
ing the resignation of David G. Ong. 
J. A. King and F. P. Spinney were 
elected vice-presidents. 


Al. Ruby Scores Hole-in-One 


Cuicaco—Alfred J. Ruby, well-known 
Chicago shoe merchant, scored a hole- 
in-one on the 180-yard fourteenth hole 
at the Bryn Mawr Country Club Aug. 
15, while playing with Jack Art, Dave 





Callahan and E. Carlstrom. 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 13, 1930 


Black Suede Featured for Fall 


New YorkK—Seldom has a particular 
leather stood out so prominently in 
retail advertising and publicity this 
early in the season as black suede does 
this fall. It is referred to in high class 
shops as a style leader, and is proving 
the volume seller in many popular 
priced lines as well. Hardly a shop in 
New York but displays black suede 
ne and features it in the fall 
ine. 

One two-eyelet number using a touch 
of pin-shark trimming at the vamp is 
noteworthy, and another using a gray 
lizard strap is moving well. I. Miller 
& Sons, Inc., have given their entire 
windows over to the displaying of 
black suede in a wide range of styles 
and patterns, including step-in pumps, 
one strap and ties employing reptile 
trimming at the throat, tip or foxing. 
Striking advertisements have been 
published by this house featuring black 
suede as the correct thing “from sun- 
up to sun-up.” 

Dark brown suede is also shown 
widely, but this shade does not seem 
to be moving in any volume at the 
present time. It is expected that a 
little later in the season brown will 
come into its own. Dark green and 
maroon suede is seen in several inter- 
esting numbers, and one shop indorses 
wine red calf in a variety of good- 
looking models. One dark green four- 
eyelet oxford, using a slightly lighter 
shade of green kid at the eyelet stay, 
binding and piping, to set off the body 
of the shoe, which is suede, is reported 
to have sold well. 

Black moire satin is getting some 
action in afternoon slippers, and gray 
lizard using black calf wing tip and 
foxing is good, but black suede is a 
distinct stand-out as_ metropolitan 
shops settle down for fall business. 
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Double ch {yea Sunight 
SHOE 


The 


Second Pair 
Makes the Profits 


It’s repeat business that makes the 
profits on men’s shoes and you must 
have a shoe that will, on its own 
merits, sell a second pair. . 
Musebeck dealers are enjoying R 

PEAT BUSINESS, that’s why they 
are making money on this line. 
There is a construction story and a 





sales story about these shoes that 
you should know. 





(C) Musebeck WEAR-STRAIGHT insole, 
shaped to give perfect foot balance. Result: 
Outsoles wear straight across the bottom .in- 
stead of wearing thin to wedged shape at 
outside ball. 

(D) Thick, mellow insole, shaped to Meta- 
tarsal Arch. A permanent solid leather arch 
that fits the normal foot and does not collapse, 


(E) Imported hair felt, chemically treated. 
An insulation against dampness, cold or heat. 


60 Evans Black Ruby Kid 

$60 Same as above with Arch Sup. 
Insole 

65 Benz Brown Kid 

80 Black Kaffor Calf 

85 Tan Kaffor Calf 





TERMS: 2% 20 DAYS, 30 DAYS NET 


MUSEBECK 
SHOE COMPANY 


DANVILLE, ILL. 














WHERE TO BUY 
Men’s Shoes 


i i i al le eal 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















“HIGHEST GRAI 


EAST WEYMOUTH. MASS. U.S.A. 


So Se ene 








Tht an ioe 


WOnEsT ALL 


SO STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Dae] 














STEADY PROFITABLE 
BUSINESS IS WANTEDSELL- * 


—P 





FoR MEN 
M. A. PACKARD CO., Makers 
BROCKTON eee 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. W. COOK, Presidens 
N. Y., U. S. A. 


MEN'S FINE SHOES EXCLUSIVELY 




















Department Stores Stress 
American Shoes 














AMERICA FIRST 
in Shoes 


Of Course You Know_ 


-..that your shoes were “Made in 
America” 


.--that nearly everybody's shoes are 
“Made in America” 


.-. that nearly all the shoe machinery that 
makes those shoes is““Made in America” 


... that BLOOMINGDALE'S features shoes 
and many other kinds of merchandise 
“Made in America” 


++. that BLOOMINGDALE'S sells the right 
“Made in America” merchandise at 
the right prices—and 


--that you can charge it—at 


Bloomingdale's 


LEXINGTON AVE.—S%%h NT. VOLumeer 3900 











New York. — Whereas, department 
stores have heretofore been more or 
less prone to emphasize their wares 
from this or that foreign country, it is 
noticeable that department store ad- 
vertising has recently taken a new 
slant. Instead of putting the stress on 
imported merchandise, it is now pro- 
claiming the merit and value of the 
product of American manufacturers. 

Bloomingdale’s, New York, under the 

caption “America First in Shoes,” re- 
cently recited the fact that nearly 
everybody’s shoes are made in America, 
as is nearly all the shoe machinery that 
makes them, and it might have added 
leather to the list, for America pro- 
duces more leather than all the other 
nations of the world combined. 
_ The director of publicity at Bloom- 
ingdale’s, J. B. Knox, says: “It has 
been our policy for the past few months 
to feature American made merchan- 
dise and we will continue to do so for 
some time to come. We will carry in 
stock, however, merchandise from all 
markets of the world to meet the de- 
mands of our customers—but the em- 
phasis of our promotions in advertising 
will be placed on merchandise made in 
America.” In Bloomingdale’s, as in all 
other department stores, domestic goods 
predominate and the question involved 
in sales and merchandise plans is where 
the emphasis belongs. Bloomingdale’s 
feels it should properly be on Ameri- 
can-made goods. 

In Chicago, The Fair feels the same 
way, and is promoting the sale of prod- 
ucts of Chicago and surrounding ter- 
ritory. It recently devoted consider- 
able advertising space in newspapers 
to acquainting customers and prospects 
with this fact. 


Al Putzer Made Manager 


Ripon, Wis.—Al Putzer, formerly 
manager of the Haase Shoe Company’s 
store in Oshkosh, is the new manager 
of the concern’s store in this city. He 
succeeds Harry Boettge, who has been 
transferred to Beaver Dam, where he 
has charge: of the firm’s new store. 


More Confidence and Increased 
Activity in Hides 

CuIcaco (UTPS).—Confidence re- 
turned to the hide market in the past 
fortnight. Activities expanded percept- 
ibly, outlets broadened considerably, and 
values held to a steady basis. Astute 
observers agreed that the situation was 
turning toward health, though there 
still remained probably a protracted 
period of convalescence, due to the slug- 
gishness with which finished leather 
and manufacturers responded to the 
buoying influence of a statistically firm 
set of raw market factors. 

Trading in hides of “big four” pack- 
er origin approximated 125,000, or con- 
siderably more than were produced 
during the week. Thus, sellers were 
able to clear out what few reserve 
hides they had held back from previous 
slaughter and to make some small in- 
roads into forward take-off on certain 
of the wanted selections. 

Hide production was _ proceeding 
along normal lines, no influence of ex- 
cessive cattle marketing from drought- 
stricken areas being apparent. This 
was taken to mean that liquidation in 
this connection was directed toward 
moving cattle to more favored pasture 
rather than to slaughter. 

The low levels of value for the best 
quality summer hides were expected to 
revive tanners’ jaded interest, specula- 
tively if for no other reason. Empha- 
sizing this, hide futures underwent a 
creeping daily advance, approximating 
one-half cent a pound, throughout the 
week before last. 


Looks for a Pattern Season 


Boston, Mass.—“This is a pattern 
season.” says a leading pattern man. 
“It couldn’t be otherwise. With mate- 
rials more modest and yet of strong 
character, and lasts changing their con- 
tour, with buyers demanding finer fash- 
ion and customers insisting on better 
fit, it must follow that there shall be 
better patterns and more of them. 

“Everybody knows that the lines of 
the shoe are the key to its style shape. 
So I'll not argue that point... But I will 
insist that with leathers and materials 
as they are, shoes must show lines of 
life, and grace. I will also add that 
with leading shoe manufacturers ' mak- 
ing more lengths and widths, some to 
the number of 171, we pattern men 
must make a greater number of pattern 
pieces, for the pattern must fit the last, 
and the last must fit the foot.” 


Would Reopen Shoe Plant 


HorIcon, Wis.—Milwaukee interests 


are reported to be making efforts to 
reopen the Davies Shoe Manufactur- 
ing Company’s plant in this city. The 
interests are seeking additional capital 
for starting a new concern, and a sur- 
vey of the issue is now being made by 
the Horicon Advancement Association. 


Damaged by Fire 
JACKSON, Miss. (UTPS}—The Bos- 
ton Shoe Store on West Capitol Street 
was damaged seriously by fire recently. 
The blaze is believed to have started 
under a stairway and quickly spread 
to the stock: and equipment. Damage 





was estimated at $5,000. 
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FLEXLUME-NEON 
Adds New Sales Pull 


to Your Business 


WA Reo 


Mark your business as progressive. Give your 
location the strongest continuous day-and-night 
attraction of a Flexlume neon or combination 
electric display. 


Brilliant red , : — 
neon tube com- ‘To appreciate 100% electrical advertising 


pinea will’ effectiveness, ask a Flexlume representative to 
glass letters Show you actual examples in your city of our 
for 100% day- latest combination electrics. They utilize the liv- 
- ‘ ing flame of colorful neon letters or borders with 
the white splendor of Flexlume raised glass letters 

. or flashing exposed lamps for spectacular 


effect. 


In many cities businesses are now enjoying the 
benefits of Flexlume displays on monthly service- 
rental. Ask our local representative for details 

. or write us to submit facts and color sketch, 
without obligation, of an attractive display for 
your building front or roof. Address FLEXLUME 
CORPORATION, 1019 Military Road, Buffalo, N. Y. 
Factories also in Toronto, Can., Atlanta, Ga., 
Kansas City, Mo., and Houston, Tex. 











—O 1 OD 


“SF 


CORPORATION 


Nelog ges 
Re ee 


Pig SEES 


aN 
BOSTONANS FLEXLUME 





NEON TUBE ... RAISED GLASS LETTER . .. EXPOSED LAMP ... COMBINATIONS OF SAME 
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WHERE TO BU 
Men’s Shoes 











“A MAN’S DECISION” ay 


THE 


Old 
Colony 
Shoe Co. 


SHOE 


Beston—183 Essex Street 
*. Y.—915-917 Marbridge Bidg. 


Brockton, 
Mass. 














WHERE TO BUY 


Women’s Shoes 








Ultra-Smart Sandals 
coler 


combinations 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
83 West 27th St. New York 

















FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 
Shoe Forms 








r™~srm led 


Jarry Forms 


for Shoes and Hosiery 


made of white, 
transparent or colored 


FAIRYLITE 
Shoe Form Co.,Ine., Auburn, N. Y. 
STEREOS RR Se Se 









WHERE TO BUY 


Store Fixtures 





NEW GOODWIN CATALOG 


HOF STORE FIXTURES 


INSTALLATIONS 





Won Service Stripes 














Richard Madigan, who has been in the em- 
ploy of E. T. Wright & Company, Inc., of 
Rockland, Mass., 49 years, and Miss Nettie 
Beal, with 42 years of service, were honored 


by the company at the outing held recently 
at Crescent Park, Rhode Island. 





Veteran Employees Honored 
at E. T. Wright Outing 











ROCKLAND, MAss.—The second an- 
nual outing of the employees of E. T. 
Wright Company was held recently at 
Crescent Park, R. I., with 300 em- 
ployees attending the event, which was 
highly successful in every respect. 

The start was made from the local 
factory at 8 o’clock, with 25 private 
automobiles and six large buses utilized 
to transport the gathering to the shore 
resort. The decorative scheme of the 
cars was excellent, and many original 
ideas were carried out by the owners 
of the private cars. The $5 in gold 
for the best decorated car was pre- 
sented to Amie Douville and the second 
prize of $2.50 went to Arthur Whiting. 

On arrival at the shore resort the 
big program of events which had been 
arranged by the committee started. 

Special guests of the occasion were 
President A. W. Donovan of the E. T. 
Wright Company and Mrs. Donovan, 
Representative William H. McCarthy 
and Mrs. McCarthy and daughter, Miss 
Marian, Chief of Police George J. 
Popp, Selectman Archie F. Minnis and 
John H. Dillon, business agent of the 
local Boot and Shoe Workers Union. 

President Donovan. spoke briefly, 
complimenting the employees on the 
splendid spirit manifested by all and 
stressed the fact that this spirit and 
cooperation had brought the E. T. 
Wright & Company to the place of one 
of the foremost shoe manufacturing 
plants in the country. 

A pretty feature of the short exer- 


cises was when Mrs. Donovan presented 








2) 








gold pieces to Nettie Beals and Richard 


of service present at the outing. 
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Madigan, the oldest employees in point 
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Lizards Good Sellers in Colum- 
bus; Black Trend Seen 


COLUMBUS, OHIO (UTPS)—With clear- 
ance sales over with a large majority 
of shoe sections in department stores 
and exclusive shoe stores, merchandise 
managers are turning their attention 
to the fall season. As yet only a limi- 
ted number of items for fall have been 
shown and as a result it is too early 
to note the trend. Indications point, 
however, to a good black season in wo- 
mens footwear, with brown kids and 
kid and lizard combinations also quite 
good. 

Ties are expected to be quite good 
and stores are showing a number of 
ties of the enclosed variety which are 
attracting attention. Pumps are also 
expected to be popular, especially in 
the dressier type of shoes. In straps, 
the narrow one-strap effect with a 
metal buckel in the center or at the 
side is expected to be a good seller. 

Little change has taken place in the 
lasts. The medium narrow tie with 
the medium vamp are popular. Heels 
on the dressier types of shoes range 
from 14 to 20 eighths in height and on 
the street shoes about 12 to 16 eighths. 
The breasted heel which is almost a 
baby Louis is gaining in popularity 
for all general purpose shoes. 

D. N. McDowell, of the Columbus 
Walk Over Shoe Co., reports lizard 
shoes, either all lizard or lizard and kid 
combinations, exceedingly good. The 
color is dark beige clair or dark beige. 
Most of the fall shoes are trimmed with 
different leathers, usually in matching 
shades. Thus the lizard vamp and the 
brown kid upper or the kid vamp and 
upper trimmed with bandings of lizard 
are noted. This store is selling some 
green kids, mostly in ties. Blacks in 
kids are expected to be good later on. 

Mr. McDowell reports that for party 
wear the public is asking for white or 
eggshell crepes, satins and silks for 
tinting purposes. 

J. M. Armour, manager of the Co- 
lumbus store of the Chisholm Shoe Co. 
reports that black kid is showing up 
quite strong for the fall season. 
Another feature is either black or 
brown kid trimmed with Rajah lizard 
in many different forms. Brown kids 
are still rather staple while off colors 
such as blue and green are not given 
much attention. 





Max Lau Hurt in Fall 


MILWAUKEE—Max C. Lau, prominent 
Milwaukee shoe dealer, has been con- 
fined to St. Mary’s Hospital owing to 
a fracture of the right knee cap. 

Mr. Lau is chairman of the decora- 
tions committee of the Racine Elks and 
was superintending the decoration of 
the main auditorium in Memorial Hall 
when he fell from a ladder. 


Miss May W. Brooke Dies 


NORFOLK, VA.—Miss May W. Brooke, 
of 619 Boissevain Ave., who was di- 
rector of the advertising department of 
Hofheimer’s, Inc., for about 12 years, 
died Aug. 25 in a local hospital. Miss 
Brooke was taken ill several weeks ago 
and has been in a critical condition. 

Miss Brooke had a wide circle of 
friends in Norfolk. She was known 
and liked in the business world as 
heartily as in her social life. 

























PART OF A GREAT 
ORGANIZATION 


Magnitude 
is not everything 


e oc «the size of the Brown Com- 
pany properties is the 
strongest indication that the 


makers of Onco innersoles are equipped to do the “best 
possible job on any proposition they undertake.” 


Boot aND SHOP RECORDER 





Unlimited resources of material, years of expert experi- 
ence in producing specialties and the opportunity for most 
exhausting research—these all combine to give the shoe 
trade perfect confidence in the quality of this Onco Inner- 
sole and our ability to render satisfactory service. 


The growing popularity of Onco is the best proof that it 
has met every test successfully. Specify these innersoles 
in the orders you are now preparing for your manufac- 
turer. 


BRANCH OFFICES: 
New York City Boston, Mass. Chicago, Hl. 
233 Broadway 76 Lincoln & 110 So. Dearborn Str: 
7 Atlanta, Ga, St. Louls, Mo. Pittsburgh, Pa. 
1023 Candler Bidg. 1012 Areade Bidg. 1626 Oliver Bldg. 


San Franciseo, Cal. Minneapolis, Minn. Montreal, P. @. 
58 Sutter Street 736 Plymouth Bidg. 509 New Birks Bidg. = 
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WHERE TO BUY 


Men's & Women's 
Slippers 





An Absolute Fact 














Paristyle Footwear Mfg. Co., Ine. 


Factory and Salesroom 
40-46 West 25th St. New York City 




















In Brown-Black and colors. 
Combining style with com- 
fort, Produced by the 
manufecturers 


Poeeeltee, 


Bamples and prices Pullman Slippers. 


on Ty known. 
SWAN SHOE CO., Inc., Baltimore, Md. 
Manufacturers 
New York Offee—Reom 551, Marbridge Bids. 





ROBERTSON 


TURN 


SLIPPERS 
COMFORTS 


BOUDOIRS 
TAPS 


made right— 


priced right 
Retail $1.95 to $3.00 Write for samples. 


ROBERTSON SHOE C 


0. 
MINNEAPOLIS MINN, 





Reviews Trend of Hide Market 


Severe Depreciation in Inventory Values in Line with Declines 
in Other Commodities, President Katzenberg Maintains 


New York—“At the close of the 
year under review,” says . R. Kat- 
zenberg, president of the New York 
Hide Exchange, in his first annual re- 
port since the organization of the ex- 
change, “we find that hide values have 
declined to extremely low levels. The 
downward movement in hide prices 
during the year reflected a trend which 
was in line with the abnormal declines 
in the values of other commodities and 
the depression in the securities mar- 
kets. The industry during the year has 
witnessed a severe depreciation in in- 
ventory values; while the risks which 
the industry has been forced to bear on 
unhedged inventory and stocks in 
process of tanning have again made 
themselves felt. 

“Total contracts on the Exchange for 
the year under review amounted to 
7981 or 319,240,000 pounds. 

“Trading on the Exchange has been 
to some extent restricted not only by 
the unfamiliarity of the trade with 
future contract trading, but also by 
the handicap of sub-normal] business 
conditions throughout the world, and a 
prolonged period of indecision, occa- 
sioned by the delay in the passage of 
the Tariff Act. It is indeed gratifying 
to note that despite these influences 
the volume of trading during June and 
July this year is more than 200 per 
cent over the corresponding months of 
last year. 

“An analysis of the statistics indi- 
cates that the sub-normal business con- 
ditions with resulting reduced purchas- 
ing power of the public has materially 
restricted the movement of finished 
leather. A curtailed demand for leather 
is manifested in the marked decline in 
the shoe production during the first six 
months this year, which was 8.2 per 





Lottery or Science? 


Is ft a lottery, or a science, this 
business of selling shoes? Mr. 
Merchant buys 100 sizes and 
gambles that he will draw to his 
store a pair of feet to fit every 
one of his sizes. Mr. Merchant 
buys a score, or two score or 
more, styles in shoes, and he 
gambles that he will draw to his 
store a person of a taste to be 
pleased with each and every one 
of them. t ‘ 

It looks like a gamble. But 
remember Mark Twain’s cele- 
brated story of the game of 
seven-up. The reformers insisted 
that it was gambling. The pilay- 
ers insisted that it was science. 
The reformers had the players 
arrested. The court, and the 
parties to the case, agreed that 
it should be settled by a demon- 

stration of the game in the jury 
room. At the end of an hour, the 

reformers sent out to borrow 
more money. At the end of two 
hours, they emerged with a ver- 
dict: “It’s a science after all. 
The players have all the money.” 
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cent under the corresponding period 
last year. Total visible stocks of fin- 
ished cattle leather in all hands have 
shown an increase for nine consecutive 
months up to the end of June; such 
stocks at the end of June this year 
being more than 7 per cent above those 
at the end of June last year. It is sig- 
nificant, however, that shoe manufac- 
turers’ stocks of leather, at the end of 


June this year were the lowest on rec- 


ord. é . 

“There was no material difference in 
the domestic production of hides during 
the first seven months this year as com- 
pared with that of last year, according 
to the recorded number of cattle 
slaughtered. The net imports of hides 
during the first six months of 1930 
were approximately 22 per cent higher 
than during the corresponding period 
last year, but this is attributable to 
some extent to the natural desire to 
import hides before the contemplated 
duty would become effective. mate- 
rial decrease in such imports has been 
reflected since the duty has been in 
force. : ’ 

“Acting upon suggestions frow the 
industry to list other commodities allied 
to hides and skins for futures trading 
on the Exchange, the board of govern- 
ors has authorized the president to ap- 
point special committees to investigate 
and give consideration to futures trad- 
ing in various related commodities. 

“During the fiscal year nine members 
have been elected, several of whom are 
connected with important firms in the 
industry. The distribution of member- 
ship in the Exchange is world wide, 
thirteen countries being represented.” 

In conclusion of his review of the 
first full fiscal year’s operation of the 
Exchange, Mr. Katzenberg expresses 
the opinion that from all indications 
the New York Hide Exchange faces 
the future with prospects that its trad- 
ing facilities will attract a widespread 
interest and broadening participation 
in this market. 


Activity in Columbus 


CoLumsus, On10, Aug. 27 (UTPS)— 
The H. C. Godman Co., operating 11 
manufacturing units in Columbus and 
Lancaster, is operating on a full sched- 
ule basis and is producing from 25,000 
to 30,000 pairs daily. A short vacation 
from Aug. 30 to Sept. 4 was given 
employees over Labor Day. 

The new line of women’s shoes, called 
the Si-En-Tiffick line, which was 
started March 1 of this year, is being 
made by a separate corporation, known 
as Si-En-Tiffick, Inc., of which Horace 
Greely is manager. The line is made 
in the former Miller-Lerch factory in 
Columbus which is now known as No. 
9, but a portion is now being made in 
Factory No. 1, 

One of the developments, according 
to Mr. Greet , is the opening of an 
exclusive Si-En-Tiffick store at 7920 
South Ashland Ave., Chicago. This 
store is owned by an independent con- 
cern called the K. & S. Si-En-Tiffick 
Shoe Co. with H. T. Kadison as man- 
ager. 
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- + «+ An Event of Great Significance... .- 


. » » Not merely “Another Line” of dyes . . . Not just anew “Deauoille” product... 


Not “Step-Children” made by others and marketed under our name. . . . But the 
UTMOST in shoe dyes! 

















Sponsor for several seasons of fine D YE ABLE fabrics, “‘ Deauville’ has come to know 
the many problems associated with proper dyeing of shoe fabrics. And because we felt 
a definite need existed for sucha BETTER dye, we have spent almost a full year in 
developing DEAUVILLE DYES. 


If directions are rigidly adhered to, DEAUVILLE DYES will present a uniformity 


of results which is amazing. Here are no “Running’’ colors, streaks or blotches, and 


more, NO BRONZING, under any and all conditions. 


MOIRES — LINENS — CREPES 
SATINS — FILETTE — Etc. 


May Now Be Dyed With Ease and Assurance of Complete Satisfaction 


VI be had in two sizes: the Senior Set of 
DEAU LLE DYES le and aa SE * size (4 ounce). 
Also offered in a special Midget Set of twelve (4 ounce bottles). Each set features the 


very newest authentic shades as selected by the Textile Color Card Association of 


the United States. 


Order Your Set Now! : IMMEDIATE DELIVEl 


DEAUVILLE IMPORT CORP, 


.: SHOE SPECIALTIES : . 
. 38 West 32nd Street | | NEW YORK | 
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WHERE TO BUY 
Men's S Women’s 
Slippers 
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WHERE TO BUY 
Shoe Fitting Devices 
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The Perfect 


—é—. J Pegeall 
Insures Accurate Measurement of 
the Foot 


With this device even an amateur sales- 
man can determine the correct size in a 
jiffy. 

FOOT MEASU-RITE INC. 
Marbridge Bldg., 47 W. 34th St., N. Y. C. 








BETTER SHOE FITTING 
WITH THE 
BRANNOCK SCIENTIFIC 
FOOT-MEASURE 
Saves Sales—Makes Good Fitting Easy 


THE BRANNOCK DEVICE 
321 S. Salina Street, SYRACUSE, N.Y. 
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WHERE TO BUY 
W ork Shoes 
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& SALES OFFICE & 
@@ Lincoln Street, Boston, Mass. 


Goodwill Shoes 


For Hard Service and LonoWear" 
oO 


BD werk and Service Shoos in Stock 








Canadian Shoe 


Production on 
the Increase 


Total for Year Thus Far Con- 
siderably Under 1929, 
However 


MOontTREAL. 
footwear by Canadian factories has 
just been issued by the Dominion Bu- 
reau of Statistics and shows the total 
output of the factories in July, 1930, 
amounted to 1,414,872 pairs, compared 
with 1,398,444 pairs in the preceding 
month and 1,688,035 pairs in July, 
1929. The increase over June is due 
to the large quantity of slippers, the 
production of which in July was near- 
ly double that of June. The produc- 
tion of footwear classified as “boots 
and shoes with leather or fabric up- 
pers” amounted in July, 1930, to 1,232,- 
993 pairs, a decrease from the preced- 
ing month of about 18,000 pairs. 

The production of shoepacks, larri- 
gans and moccasins was greater in 
July than in June, while the produc- 
tion of footwear with felt uppers show 
a falling-off of about 12,000 pairs. In 
the classification of footwear with 
leather or fabric uppers production in 
sizes for men shows an increase over 
the preceding month of about 34,000 
pairs, while production in sizes for 
women decreased by about 11,000 
pairs. 

The total production of leather foot- 
wear for the seven months ended July 
31, 1930, was 10,187,455 pairs, an aver- 
age per month of 1,455,351 pairs, com- 
pared with a total of 11,227,249 pairs 
and an average per month of 1,603,893 
eon for the corresponding period of 


— Total production of 


The quantity of footwear exclusive 
of rubber imported into Canada during 
the month of July, 1930, amounted to 
102,060 pairs, compared with 105,564 
pairs in the preceding month and 182,- 
419 pairs in July, 1929. Leather foot- 
wear is of chief importance with a to- 
tal import in July, 1930, of 71,713 
pairs, or 70 per cent of the total quan- 
tity of footwear (except rubber) im- 
ported in that month. Very little Ca- 
nadian made leather footwear is ex- 
ported, the total for July, 1930, 
amounting to only 2,886 pairs, com- 
pared with 5,303 pairs in June and 
5,487 pairs in July, 1929. 


Studio in New Quarters 


Boston—Conaway - Winter - Ochs, 
Inc., shoe style designers, have an- 
nounced the removal of their Boston 
Studio from 134 Summer Street to 
latger and better quarters at 11 South 
Street. The Boston studio is under the 
personal supervision of C. W. Con- 
away. 


Speaks on Foot Health 


MILWAUKEE, WIsS.—S. J. Brouwer, 
president of the S. J. Brouwer Shoe 
Co., local retail shoe firm, addressed 
members of the Wisconsin Utilities As- 
sociation and the Wisconsin Motor 
Coach Association on “Health and Effi- 
ciency as Affected by Footwear.” 
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J. Harold Roberts New Man. 
ager of Stone Shoe Co. ’ 


CLEVELAND—E. A. Clark, manager 
of the Stone Shoe Co. for severa) years, 
has resigned, according to announce- 
ment of Mrs. K. L. Fontius, president 
and treasurer of the organization. J. 
Harold Roberts has just been appoint- 
ed manager of the company in his 
place, Mr. Roberts also being vice- 
president. He has been with the com- 
pany for nine years, starting as sales- 
man. Mr. Roberts was formerly man- 
ager of the Stone 105th Street store 
and more recently was appointed buyer 
of the children’s department at the 
main vers and assistant buyer of the 
women’s department. 

Other appointments in the Stone 
Shoe Co. chain include J. J, Graul, new 
assistant manager of the company, and 
Charles Lesher, new manager of the 
105th Street store. He was formerly 
assistant manager of the same store. | 

The Stone Shoe Co. has just closed 
out its store at 1264 Euclid Avenue at 
the expiration of its’ lease there. 
Present officers of the company in- 
clude: Mrs. K. L. Fontius, president 
and treasurer; J. Harold Roberts, vice- 
president and manager; D. P. Jones, 
secretary. 


Browns in Des Moines 


Des Moines, Iowa (UTPS) 
Browns leading and reptiles active— 
that is the summary of the local shoe 
situation according to . Frank 
Jaques, proprietor of the Field Shoe 
Company. The ‘popularity of browns 
is customary at this season and is in 
advance of the reptiles, partially due 
to the fact that the latter are largely 
confined to the higher priced shoes. 

In accordance with the demands of 
the school-going crowd, some shoe ma- 
terials for lighter wear are selling now, 
and a beginning of the demand for 
suedes has been noied, but the latter is 
very light. 

Mr. Jaques believes the prospects for 
fall business are very good, much bet- 
ter than the record of the past sum- 
mer. 


Awarded Safety Plaque 


St. Louis—The St. Louis Safety 
Council recently awarded the Johnson, 
Stephens & Shinkle Shoe Company a 
trophy in the form of a plaque which 
allots them first place in the Third 
Inter-Plant Safety Contest held in St. 
Louis between Jan. 1 and June 30. 

One hundred and twenty-three plants 
representing various industries par- 
ticipated in the contest. During this 
period, Johnson, Stephens & Shinkle 
had a total of 882,018 man hours 
with no accidents. Their average num- 
ber of employees during the period 
was 878 


Robert K. Schiff to Wed 


CoLumMBus, OHIO (UTPS)—The an- 
nouncement of the engagement of Rob- 
ert K. Schiff, president and treasurer 
of the Schiff Co. which operates a 
chain of 150 retail shoe stores through- 
out the country to Miss Anna Neff of 
Canton, Ohio, has been made. The wed- 
ding will take place some time this 





fall. 
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A 
Straight-Eight 
Commission-Opportunity 


A splendid line of men’s genuine selected calf 
priced to the trade at $3.35 less 5% Discount. 
Today's lasts and patterns—thirty styles .all in 


stock. Plant in ideal location for shipment to 
these territories. Eight per cent commission to 


reai salesmen. 


Territories Open 


Illinois outside Chicago. 


Kentucky and Tennessee. 
North and South Carolina and Virginia. 
Ohio 


Say everything there is to say 
about yourself in your first letter. 


Address C 105, c/o Boot & Shoe Recorder, 
209 South State St., Chicago, Iil. 








HOTEL 
MARTINIQUE 


BROADWAY, 32ND AND 33RD STREETS 


MOST CONVENIENT LOCATION IN NEW YORK 


One block from the Pennsylvania Station is 
this ideal hotel, convenient to all New York, 
where you will meet many members of the 
shoe fraternity. 


$3.00 Single Room With Bath and Shower 
$4.00 Double Room With Bath and Shower 
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BEAUTIFUL 
LACES 


With customers becoming more critical of fine appear- 
ance, manufacturers turn to the lace that best reflects 
quality and beauty and builds consumer satisfaction. 


That pure silk best gives the desired combination of 
beauty and service in flat laces is evident in the greatly 
increasing demand for Schaeffer Laces—made of only 
the finest grades of pure silk. 

Pleasant and profitable busi: relati are f ded on satisfaction 
—not on price. Findings wholesalers who stock end sell Schaeffer 


Pure Silk Laces are building their future prosperity on the scund 
base of complete customer satisja tion. 


SCHAEFFER & COMPANY , 
222 Cedar Street, Reading, Pa. 7 















WHERE TO BUY 
Ballet Slippers 


| heel 




















IN-STOCK 
BLACK KID BALLET SLIPPERS 
Ladion— wad Toe. 


TENT AND 
TAP. DANCING sh 


ES 
SOFT SOLE RHYTHM DANCING 
SANDALS 









all colors 
BLACK KID BOUDOIRS 
At once 
W. M. KILLORAN, Box 1, Lynnfield, Mass. 




























BALLET SLIPPERS—IN STOCK 


of a tee. unusual kind 










tk. Kid Hand Tura 
Soft Toe 






Gates 6 | 11—$1.35 
11% to 2— 1.40 
women’s s2 ding &— 1.45 
Hard Toes 
SCHWARTZ & HERDER, Ene. 
Comfert S81 


Specialists in Ballet and Slippers 
241 Neo. 1ith St., Philadelphia, Pa. 




























In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 









“Charley” Widths Lead 


Lynn, Mass.—The C widths 
outsell all the rest, apparently. 
For example, an order for lasts, 
a reliable barometer of the run 
on sizes of shoes, calls for 1521 
pairs of lasts, of which 490 pairs, 
or nearly one-third of the total 
calls for C widths. 

Furthermore, the C widths are 
wanted in every size from No. 1 
to No. 9. No other width is 
desired in all those lengths. 

And for another furthermore, 
it may be observed that but 139 of 
the lasts are to be of the No. 4B 
length, while 1083 are to be of the 
middle run of sizes, of from No. 
4Y, to No. 7 inclusive, and the 
remainder are to be larger than 
a On Je 

This information may be use- 
ful to merchants who are study- 
ing their size systems. It applies 

to lasts that are to be used in the 
making of a popular line of foot- 
wear. 
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BALLET SLIPPERS 
IN STOCK BE 


Orders filled 
day recewed 





















$2.65 






Satin on order.. 
SEND FOR CIRCULAR DEPT. C 
























%& KENDALL SHOE COMPANY & 
HAVERHILL, MASS. 


















pti 
Rights and Lefts 
Two Grades 















Wos. Miss. Ohi. 
$1.60 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
325 West Monroe 





Chicago, Ml. 


























Soft Toe 
Turn 
Ballets 
Black Kid 
Expertly Designed Misses & 
Wemen’s Children’s 
te Ne. (00—Regular ...... $1.50 $1.40 
Stock Ne. 600—Buck Sole.... 200 1.90 








4. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicage 

























Chicago and Milwaukee Trades 
Join in Outing 


Cuicaco—The Shoe and Leather As- 
sociation of Chicago held a successfu 
outing at the Michiwaukee Golf Club, 
Milwaukee, on Aug. 27. Milwaukee 
shoe and leather men, as well as rep- 
resentatives of the Chicago trade, were 
in attendance. G. Edwin Mattsson, 
representative of the Amalgamated 
Leather Co., was chairman of the golf 
committee. "Luncheon and dinner were 
served at the club. 

Winners in the golf match were as 
follows: Low gross, A. E. Gebhardt, 
80; low net, W. C. Neubauer, 87-20 67; 
high ot" Phil Reisweber, 146; blind 
bogey, B. C. Bowen, 107-25 82, E. J. 
Senet 115-338 82, Tim Mullen "117-35 
82, L. R. Gildea 122-40 82. The com- 
plete list of scores was as follows: 

A. E. Gebhardt, 80; G. M. Mitchell, 
81; C. B. Johnson, 82; J. Muller 83; 
Trace Wilcox, 86; W. C. Neubauer, 
87; C. J. Krauthoefer, 88; Bill Mor- 
gan, 88; H. R. Miller, 89; Phil Ott, 

oy g. Howell, 91; M. Zimmers, 92; 
G. E. Mattsson, ’93; "rE. B. Sykes, 93: 
W. Belcher, 93; H. N. Hand, 94; J. 
Salomon, 94; R. a O’Brien, 95; i, Frank 
Kelly, 95; W. B. Pachaly, 95; Haf- 
ner, 97; D. Anthony, 97; K. 6. SB chre 
der, 98; Charles Ortgeisen, 98; R. Lid- 
ster, 98; H. T. Stewart, 99; C. Hager- 
man, 99; A. R. Bergholtz, 100; Chet 
Simes, 101; A. F. Kruse, 101; J. E. D. 
McMechan, 101; T. Nordahl, 102; L. 
Morrison, 103; D. W. Ellis, 103; H. L. 
Patzer, 104; W. A. oo 104; Pat 
Krause, 104: J. Ward, 104; E. Legg, 
104; J. McMechan 105; Ratchen, 
105; C. W. Gustafson, 106; R. Ralfa, 
106; B. C. Bowen, 107; John Gebhardt, 
107; W. Hartwig, 108; toe a Weh- 
meyer, 109; McRea Smith, 110; Ed 
Holmes, 111; Bill James, 111; W. A. 
Weidner, 111; wr T. Karow, 112; H. H. 
Atkinson, 112; J. Scherer, 113; E. 
J. Cassidy, 115; Nas Cutler, 117; Tim 
Mullen, 117; Fred Gebhardt, 218; Ed 
Regal, 119; Ed Wenzel, 121; L. R. Gil- 
dea, 122; J. G. Llewellyn, ‘126; J. K. 
Reynolds, 126; C. J. Curtis, 131; Bob 
Lockerbie, 136; Phil Reisweber, 146. 
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To Reorganize James A. 
Banister Company 


NewakRK, N. J.—The James A. Ban- 
ister Co., shoe manufacturer in New- 
ark, N. J., for 86 years, which was 
dissolved voluntarily by stockholders 
recently, will be reincorporated under 
the same name and continue its old 
policies, but with different ownership. 

Announcement of acquirement of the 
company was made by Frederick E. 
Young, president of the old company. 
The purchase was made by Mr. Young, 
but he announced that William A. 
Brown, vice-president of the old con- 
cern, would be associated with him. 
The price was not disclosed. Mr. 
Young purchased the name, good-will, 
trade marks and equipment but not 
the real estate. 

The concern suspended business 
shortly before a certificate of volun- 
tary dissolution was mailed to Secre- 
tary of State Fitzpatrick August 20. 
It will resume operations in the old 
plant at 370 Orange Street in a few 
weeks. Within three weeks, Mr. Young 
said, the entire former staff of 175 
employees will be back at work. For 
the time being, he —- only part 
of the plant will be used 


When dissolution proceedings were 


started, the stockholders appointed 
three trustees to dispose of the assets 
and distribute proceeds pro rata. Mr. 
Young, principal stockholder in the old 
company, paid the trustees for the re- 
mainder of the assets. The same 
prices and grade of shoes will be con- 
tinued, Mr. Young announced, and 
there will be no appreciable change in 
the operation of the concern. 

Mr. Young joined the James A. Ban- 
ister Company in 1924 as vice-presi- 
dent. Three years later he became 
president and Mr. Brown _ succeeded 
him as vice-president. Mr. Brown has 
been with the concern forty-six years. 

When the dissolution was decided 
upon, directors announced the com- 
pany’s condition was sound and that 
no financial pressure had caused the 
action. 

The first Banister factory was built 
in Market Street, west of Broad, in 
1845 by Isaac Banister, father of 
James A. Banister, for whom the com- 

any was named. The James A. Ban- 
ister Company was incorporated in 
1892 with James A. Banister as presi- 
dent. James B. Banister, a son, be- 
came president in 1905, upon the death 
of James A. Banister. In 1924 Arthur 
Banister, another son of James A. 
Banister, was made president. He was 
succeeded by Mr. Young. 





Hide Exchange Nominations 


New YorK—The Nominating Com- 
mittee of the New York Hide Exchange 
has presented the following candidates 
for offices to be filled at the annual 
election to be held on Tuesday, 
Sept. 16: 

For president, Edward L. McKen- 
drew; first vice-president, Armand 
Schmoll, Jr.; second vice-president, 
Claude Douthit; treasurer, Floyd Y 
Keeler; Governors: Arnstein, 
George B. Bernheim, Louis F. Claren- 
don, I. Henry Hirsch, Milton R. Katz- 
enberg, Edward F. ’Keirnan, Jerome 
Lewine, Fraser M. Moffat, David G. 
Ong, Joseph A. Sisto, Harry L. Sutton. 
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MANFIELD & SONS| ¥0u’d never guess 


1629, Chestnut St. the price from the leather 
PHILADELPHIA. 
ALL WIDTHS THE RITZ 
IN STOCK Men of cohserva- 


RIDING BOOTS bine tive taste select 
7 this ultra mod- 


IM} ern style in 
BX. cither black or 
tan calf. 
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SEND FOR CATALOGUE TAN « BLACK 
BUY DIRECT FROM MAKERS 
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BLACK KID 


ONE STRAP 


¥ | ~~ BLACK SNAKE 
APPLIQUE 
14/8 LEATHER HEEL 


\ 
Combination Last — 
AA to E 
“MADE IN PHILA. BY MASTER CRAFTSMEN” 


C. S. GIBBON CO., Inc. 
= 54 No. 4th St., Phila., Pa. 
foe ay Send for Catalog 
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The smooth, mellow, well finished calf upper 


stock in the Leverenz Shoe is a treat to the 


eye—and to the foot. Likewise in all mate- 


rials and workmanship, this shoe is graded 


above the popular retail prices of $5 and $6. 
And sectional distributors speed the in-stock 


service. 


Made in Wisconsin— 
Stocked in Your District 


R. H. Lane & Co, Inc. 
Crowder-Cooper Shoe Co. 
Newell & Schneider Co. 


Toledo, Ohio 
Indianapolis, Indiana 
Pittsburgh, Pennsylvania 


COLLINGWOOD 


Gramling, Spalding & Collinsworth Atlanta, Georgia 
J. H. Churchwell Wholesale Co. 
Stewart Dawes Shoe Co. 
Washington Shoe Company 


Jos. P. Dunn Shoe & Leather Co. 





Jacksonville, Florida 
Los Angeles, California 
Seattle, Washington 


The Ideal New York Hotel for Buyers 


In the Heart of the Retail and Wholesale District 


RATES 
From $2.00 Single to $12.00 Suites 
* 2 8 THE LEVERENZ SHOE CO., Mirs. 


JOHN W. GANNON, Mg. Dir. 
SHEBOYGAN, WIS. 


Denver, Colorado 


SETH H. MOSELEY, Owner 
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WHERE TO BUY 


Dancing Sandals 
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DANCING SANDALS 
(ALSO USED IN GYM 
Ne. 188.—Made in Te tan 
or biack . Also made 
Im black kid. Pearl and tan 
carried In stock. Price, 
700. Red, Blue, Green 
Purple, 85¢. 







BROOKS SHOE MFG. CO. 
ané Swanson Sts., Philadelphia, Pa. 











Popular Aesthete San- 

dal in Faun and 

Gray suede. Also, 

= full line of danc- 
ing footwear 
and accessories. At once 
service. Send for catalog. 








Coast Representative: 
MR. A. F. WINSLOW 
6177 Casper Avenue 














|] tae Attn lo 








WHERE TO BUY 
» Children’s Slippers 








Se Builds repeat business 


Free Style Booklet on Request 
It Main St, WILTON, MAINE | 


Genuine . 
Moccasins 
[G H.BASS & CO, 











Approved by Medical Men 


As a fully ventilate: 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 








surgeons recom- 
mend its use. 


Burkley Shoe Co. 
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“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








SPECIALISTS SINCE 1892 

















Increased Buying Seen in 
Milwaukee Factories 


MILWAUKEE,, Wis. (UTPS)—For the 
third straight month the State of Ohio 
has led the nation in the buying of 
shoes of several Milwaukee manufac- 
turers. Among the cities, Chicago 
leads all others, followed closely by 
New York and Philadelphia. 

Taken as a whole, business through- 
out the country has “not opened up 
yet,” several companies report. It is 
eg however, that September will 
eclipse every previous month in sales 
for this year, indications showing a 
resumption of business in widely scat- 
tered areas. The Mid-West States are 
in the van, closely followed by those 
in the East, including New York and 
Pennsylvania. West Virginia, South 
Carolina and others close by are at a 
standstill, sales being at the lowest 
point in some time. The Far West, 
while doing a fair business, is not up 
to normal, and the South, including 
Texas and Louisiana, are just buying 
from hand to mouth. Salesmen of all 
companies are pushing their lines 
among which will be found several new 
and attractive patterns. 

Most in favor at the moment in 
women’s shoes is dark brown kid and 
black kid. Brown and black calf is also 
liked. Quite a bit of snake is used for 
trims, manufacturers report. Sport 
shoes are not in demand, the season 
for them having passed. 

Companies report collections are not 
what they should be, money still being 
tight. The month of August, as com- 
pared to that of the previous year, is 
behind in sales, as is the year up to 
now. Few factories expect to equal the 
1929 record, although a few may ex- 
ceed their last year’s production. Sep- 
tember should show increased buying, 
with the balance of 1930 holding up 
well, it is stated. 





Sol Mayer Vice-President of 
Julius Grossman, Inc. 


BROOKLYN, N. Y.—Julius Grossman, 
Inc., has announced the election of Sol 
Mayer as vice-president, with super- 
vision over the sales branch of the com- 
pany. Mr. Mayer will make his head- 
quarters at 537 Fifth Avenue, the 
newly appointed sales salon of Julius 
Grossman, Inc. 





Midget Shoes Shown in 
Window 


PORTLAND, ORE.—An original win- 
dow announcing the opening of the 
shoe department under new manage- 
ment was carried by Lipman, Wolfe & 
Co. recently when Steve Wochos, for- 
merly with Rhoades Bros. of Seattle, 
opened with a Peacock line of shoes. 
About-25 pairs of midget shoes in the 
newest styles comprised the showing 


for the corner window. Three other 
Windows carried full size shoes. 


Mr. Wochos is known to the Portland 
trade, having been assistant buyer of 
shoes for Meier & Frank Co. 12 years 
before joining the Emporium of San 
Francisco and then Rhoades Bros.. as 
buyer. 

His new department is finished in 
walnut furniture and fixtures with up- 
holstering in dark red. 
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Samuel Shapiro Heads 
Hygrade Tanning Co. 


PeaBopy, Mass.—Following a recent 
meeting of the Board of Directors of 
the Hygrade Tanning Co. of Peabody, 
Mass., the election of Samuel Shapiro 
as president was announced. 

Sam Shapiro started his connection 
with the leather business in a New 
York leather wholesale house. It was 
not long before he had opened his own 
wholesale store at Spruce and William 
Streets, and when the Hygrade Tan- 
ning Co. was organized he became its 
sole selling agent. 

In addition to the above line of 
calfskins made in both suede and 
smooth calf, he obtained the sole Amer- 
ican sales representation of A. Combe 
& Fils, French tanners of Grison Kid. 

Mr. Shapiro is one of the youngest 
leather firm executives in this country, 
being under 40. Energy, tireless ac- 
tivity and strict business integrity ex- 
plain his rapid advance in the industry. 





Louis Coblentz Joins I. Miller 
& Sons, Inc. 


Lone IsLanp City, N. Y.—I. Miller 
& Sons, Inc., have made an addition 
to their executive group in the person 
of Louis Coblentz, formerly the presi- 
dent of the Leon Weil, Inc., buckle and 
ornament factories in Paris, France. 

Mr. Coblentz has a great many 
friends in both the manufacturing and 
retail field. On or about October 1 
he will make his headquarters in Paris, 
where he will represent the I. Miller 
firm in controlling all foreign contracts 
that are necessary for the operation 
of the business. Mr. Coblentz’ duties 
in Paris will be in an executive capac- 
ity, dealing with the problems revolv- 
ing around the style and distribution 
of the various products made in the 
I. Miller shoe, hosiery and bag plants, 
and to keep in touch with the mer- 
chandising and promotion develop- 
ments in foreign countries. 





F. J. Hirsch Shoe Buyer for 
Hadley Stores 


PORTLAND, ORE.—R. C. Hadley, pro- 
prietor of the Cinderella shops han- 
dling women’s wear, has appointed 
F. J. Hirsch, previously connected with 
Gardener’s of Walla Walla, as shoe 
buyer for the chain. He _ succeeds 
W. H. Herman, who is now proprietor 
of the shoe department in the recently 
opened Fourth Street Department 
Store here now. 

Mr. Hirsch manages the Vancouver, 
Washington, store as well. Frank De- 
Rize, formerly of San Francisco, is 
manager of Mr. Herman’s department. 
Shoes priced to about $4 are being 
featured to be in keeping: with the 
men’s and women’s wear departments. 





Oxfords Sell in Kansas City 


Kansas Crry, Mo. (UTPS)—Oxfords 
in two and three-eyelet models are the 
best sellers among new fall styles at 
Carlat’s, exclusive local shoe store. An 
all python skin model in the light 
brown has been very popular, as well 
as kid and suede with reptile trims. 








BUY as you SELL | 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 
Insures Accuracy of Buying Judgment 


Black “If a $5 Gold Piece Falls Thru 
Cloth a Crack in the Floor”’—is the 
Binder— title of our instruction brochure 
red imitation for keeping stock records:— 


leather back ; 
and corners, Supplied with each order for 


geld lettering the Stock Record System. 

















One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 

ee seh stores— 


uth FOR GROUP OWNED STORES 
—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, aleo a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheetse—$1.00 


minimum order) 


( 
Each fits the STOCK RECORD loose 
leaf binder. 


Black Cloth Binder—1142” x 13%” 
| —100 Daily Sales and Stock Sheets, 
| oie 1 Comparison Form, with 4 Inventory 
| Pads (or 2 Inventory Pads, 100 
perpen —J Sheets, and 2 Buying Order Pads, 50 

"8c00q Sheets) and 1000 Carton tickets with 


clips:— $9.00 


West of Denver, $9.50 
Canada and Foreign, $10.00 


Above, not including 
CARTON TICKETS, $6.50 
West of Denver, $7.00 « 5 
(New Revi 1 Fifth E dition) Canada and Foreign, $7.50 ~ 
Postage Prepaid—Check with order, please 


Your choice of DeLuxe flexible imitation leather binder — 


shown above, or— 
Shoe Carton Tickets 


Black cloth binder below. 50c. per 1003 $1.50 for 500; $2.50 for 1000. 
Olips ——— when quantity ordered is 500 or more. 
Postage prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
1334 REPUBLIC BLDG. CI 'ICAGO, ILLINOIS 


Form 103 


rec 
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necorOen Enrory PA 





























Boor anv. SHow RECORDER ;; 
combining THs SHoz ReralLeEr, Sept. 13, 1930 















WHERE TO BUY 
Spats 


ceeeeee 


7 
GREATEST SPAT LINE 
_OF THE INDUSTRY 
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WHERE TO BUY 
Dancing Shoes and Taps 


solN STOCKecce 


TAP DANOING SHOES 
Patent and Vici, 11/2 and 
22/8 Leather Heels 

Prepare for Big 
a 
This Fall. 

















Write 
for Sample 
Paire 






The Norridgewock Shee Co., Inc. 
aummmmmems VORRIDQGEWOCK, MAINE — 
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TAP SHOES 


sawn «$1.95 
|  ~ hs 
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TAPS 
20c. Per Pr. 


) BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 
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WHERE TO BUY 
Pullman Slippers 























Proper assortment may determine 
the profit or loss of the tanner. If the 
leather is assorted too low, the tanner 
sells it for less than it is worth, but 
if it is assorted too high, the shoe man- 
ufacturer is not satisfied. From the 
manufacturer’s point of view, it is im- 
portant that when he orders leather 
of a stipulated grade, he should re- 
ceive exactly the same leather each 
time. 

Ordinarily there are about 10 sorts 
of kid by grades. Considering that 
there are threé classifications by size 
and four different weights, there are 
about 120 offerings available in each 
color. Thus a tanner offering black and 
white kid in addition to the standard 
seasonal colors, about eight in number, 
actually has to list about 1200 different 
items. Making kid leather is full of 
difficulties that have not been empha- 
sized. The tanner has very little if 
any control over his sources of raw ma- 
terial and for that reason has to buy 
what the market offers. He only knows 
that skins from one section take a cer- 
tain color better than skins from an- 
other—that skins from a third section 
are usually heavy while those from still 
another are usually light. 

Keeping in touch with style trends, 
the tanner nevertheless finds himself at 
the end of a season with quantities of 
certain colors that have not sold well. 
These colors become back numbers for 
the American market, and unless the 
tanner is willing to gamble on a revival 
of these colors in some future season, 
he is faced with these alternatives: try 
to sell for export what he can; sell the 
surplus stocks for lining purposes; or 
recolor these back numbers—and re- 
colored kid is seldom very satisfactory. 
If offered for linings, it is readily dis- 
posed of, for lining kid at an acceptable 
price seems always in demand, 

These distress stocks of kid or aban- 
doned colors are, of course, insufficient 
to satisfy the demand for kid lining 
stock. Formerly shoe manufacturers 
generally used sheepskins for the lin- 
ings of most of their shoes. The pres- 
ent type of light, airy shoes for women 
are of light construction, requiring a 
stronger and finer appearing lining. 
This has caused a much wider use of 
kid lining in the better shoes for women 
as well as a great deal for use in men’s 
footwear. It has, therefore, been nec- 
essary for the kid tanners to secure 
varieties of goatskins that would satis- 
fy this requirement, Tanners also se- 
lect from their regular lines of goat- 
skins the skins especially suited for 
this purpose and put them through in 
lining colors which are chiefly gray 
and champagne. 

Closely reloted to kidskin leather is 
cabretta leather. The cabretta is a 
hair sheep—possibly a cross breed be- 
tween a true goat and the sheep—but 
the animal is thought of as a sheep. 
Its skin has a grain so similar to that 
of the goat that, when it is finished as 
giazed leather, only an expert can de- 
tect the difference. Cabretta is used 
for the same service as kid—principal- 
ly in women’s and children’s shoes— 
though to some extent in shoes for men. 
Cabrettas are also used for lining pur- 
poses. They are stronger than sheep- 
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Picturesque Story of Kid Leather 


[CONTINUED FROM PAGE 47] 






skins, but not so strong as kid leather. 

Goat with a morocco finish is a stand- 
ard, popular upholstery leather. Sim- 
ilar leathers, vegetable tanned, are fa- 
vored for bookbinding. Fancy goat is 
used for fancy leather goods in gen- 
eral and for smaller items of luggage. 
Small quantities are used for gloves, 
and baby goat or genuine kid, alum 
tanned, is used for smooth dress gloves. 





Interesting Sports Windows 
at Grossman’s 


New YorK—An effective tie-up of 
window display with current sports 
events was exhibited this week at the 
Julius Grossman store, 537 Fifth Ave. 

In one window the polo theme was 
developed, in anticipation of the inter- 
national matches at Meadowbrook. A 
British flag and an American flag were 
criss-crossed amid several symbols of 
the game, and the window card bore 
the caption “Sure Footed!” 

The American Cup boat races were 
represented in the other window by 
means of a miniature sail-boat against 
a blue background. The card copy 
read: “Smooth Sailing! In a sail boat 
or a shoe it’s the construction that 
counts.” 

Passersby on Fifth Avenue showed 
much interest in the novelty of these 


displays. 





H. N. Lape, Jr., Qualifies for 
Hole-in-One Club 


Cuicaco—H. N. Lape, Jr., vice-presi- 
dent and sales manager of Julian & 
Kokenge Shoe Co., Cincinnati, in a golf 
match with E. J. Hartung, Sales man- 
ager of Scholl Manufacturing Co., at 
Tam-O-Shanter Golf Club, Chicago, on 
Sept. 3, dropped a ball on a fly into 
the cup on a 135 yard hole. 

Mr. Lape is being showered with 
many prices offered by various concerns 
in and around Chicago, among them be- 
ing the Freeman Shoe Co., Beloit, Wis., 
which always offers a pair of golf shoes 
to anyone in the Chicago territory who 
is able to qualify for the Hole-in-One 


Club. 





Schumann-Heink to Be 
Heard in Shoe Broadcast 


AvuBurN, N. Y.—Madame Ernestine 
Schumann-Heink, operatic contralto, 
with a record of half a century of ar- 
tistic achievement, will appear on the 
Enna Jettick Melodies program for 
seventeen consecutive weeks. 

The program wil] be presented over 
a coast-to-coast National Broadcasting 
Co. network, starting Sunday evening, 
Sept. 7, at 8:00 o’clock, Eastern Day- 
light Time. 

Heretofore Mme. Schumann-Heink 
has confined her radio singing to three 
or four occasions a year. Previously 
she has appeared as guest artist on 
the Enna Jettick programs, but the 
coming series is the longest radio en- 
gagement she has ever accepted. 
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WHERE TO BUY}! 


Spats 
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Priced to retail 
$1.50 to $5.00 
Write for 


Watch “Standard” Spats in 1 930 
S. Rauh & Co., 650 Sixth Ave., New York 
—————— 
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CONSISTENTLY 
THE BEST 


Perfection Spats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and samples on re- 


quest, ) 



















Perfection Overgaiter Co., Inc. 
e@ 107 College Street, Burlington, Vt. 
ena 





To Retail at 


$1.45, $1.95, 


$2.50 > 
_ SNAG 
Fitting 2 
Spats 





Semple orders of “ dozen assorted io our stock 
will be shipped on days’ 

with any higher “priced spat on the market, 

When ordering samples mention price range. 


GOLD SEAL, 722 B’way, N. Y. C, 











Samples on Request 
STAR FOOTWEAR urea. 

















IDEAL 





and legs, it is well to examine the hand 
and foot together, because there are 
many points of similarity that may 
often be used by the salesman for pur- 
poses of illustration in a more con- 
vane way than by using the foot it- 
self. 

For comparison you will notice side 
by side at the beginning of this article 
the skeletons of the hand and foot, re- 
produced from a standard work on 
anatomy. The scientific names of these 
bones are shown, but I am going to re- 
fer to them only by their group names, 
which is all that is needed for this com- 
parison. 

Notice, then, the group of bones at 
the wrist, called the Carpal bones. 
They are irregular in shape and corre- 
spond to the group of bones in the 
rear part of the foot, just under the 
ankle joint, called the Tarsal bones. 
There are eight of these bones in the 
wrist and only seven in the foot. Next 
you will notice five bones running from 
the wrist to the beginnings of the fin- 
gers, .or the knuckles. These are the 
metacarpals, In the foot you find five 
similar bones extending from the tar- 
sus to the beginning of the toes, or what 
we know as the ball of the foot and 
known as the metatarsal bones. 

Again, in the hand are 14 small bones 
reaching forward from the knuckles to 
the ends of the fingers, the phalanges. 
There are three of these bones in each 
finger, but only two in the thumb. In 
the foot you see a similar group of 
bones, reaching forward from the ends 
of the metatarsals, or the ball of the 
foot, to the ends of the toes. As in the 
thumb, the great toe has only two of 
these bones, while the other toes all 
have three each. So, roughly, the wrist 
corresponds to the ankle, the hand for- 
ward to the knuckles to the instep, the 
knuckles to the ball of the foot, the 
fingers to the smaller toes and the 
thumb to the great toe, 

If you will study these two skeletons 
a bit you will readily see that you can 
often roughly illustrate your meaning 
by the use of the hand. No exact com- 
parison can be made because the uses 
of the hand and foot are so different, 
and the hand is so much more flexible 
and adapted to a variety of uses, but 
the similarity of the two structures is 
worth noting. 

In another place I remarked about 
the smallness of the foot in comparison 
with the bulk it is required to support. 
Any intelligent understanding of this 
burden must, of necessity, include the 
mechanism that brings that burden to 
the feet. For our purpose it is not 
necessary that we go above the hip 
joint because the body weight, includ- 
ing, of course, that of the leg itself, 
is brought down to the feet by the bones 


of sine leg. 
Jointed to the hip bone by a sort of 


Res. Trede Mark ball and socket gm ype hw per- 
mits it to swing forward or backward 

pay oper or Sk he or > pe is “th wre 
’ or thigh bone, reaching to the knee. 

_ Pea of this aoe, Dr, Koch in the American 
ournal of Anatomy, , Says; “The 

(hae Cotental various parts of the Femur, taken to» 
u F gether, form a single mechanical struc- 
a me Grntad An ture wonderfully well adapted for the 
@hieage, til. efficient, economical transmission of the 
loads from the Acetabellum to the 
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$10,000 for a Pair of Shoes 


[CONTINUED FROM PAGE 45] 





Tibia; a structure in which every ele- 
ment contributes its modicum of 
strength in the manner required by 
theoretical mechanics for maximum 
efficiency.” 

In simple English this is the longest 
and the strongest bone in the human 
skeleton. Now I find that my space 
is used up for this week. Let’s remem- 
ber that we stopped at the knee joint 
and go on from there. 


Profitless Shoe Sales Volume 


[CONTINUED FROM PAGE 48] 


market for that method of production. 

“Success comes to people who are not 
considering the narrow question of 
what they are paid for, but the broad 
question of what they can do to be help- 
ful. It is that attitude which leads to 
the promotion of the individual the 
profit of the business and the pros- 
perity of the nation. 

“Prosperity does not result from 
cheap goods but from fair profits. Our 
ideal is not cheapness in either goods 
or men. The country is most benefited 
by a business profit secured through a 
fair price for commodities and high 
wages for labor. We expect science and 
invention to decrease production costs 
but not to a barren level of cheap- 
ness. We want our people so well paid 
that they can afford to meet the price 
of prosperity.” 


Jay-Cobb Leases Departments 


New York —Jay-Cobb, Inc., has 
leased the shoe departments in both 
their New York and Syracuse stores to 
the Entroth Shoe Co. 











Dave Rellin Marries 


MILWAUKEE—Dave Rellin, owner of 
the Peacock Shop in Milwaukee, mar- 
ried Miss Florence Bourszak Aug. 17 
at the Schroeder Hotel, Milwaukee, and 
sailed on the Leviathan Aug. 20. 
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WHERE TO BUY 


Women’s Novelties 


AAAI AIRFRAME Id 





TEDDY: Tan and brown, Pr sdoceesccccocces $1.68 

MONTE: (Round Toe)—Tan ER aeons 2.65 

All white «2-00. aretere PPPTTTTT TTT TTT 2.85 

White and patent....cccccccccccccescccenes 00 

NORMA: (ModiSec Too) White nt, ‘Patani... 3.00 
lesa than 12 pair 


In Btock. Subject te te Print Sale; Order Mow. 


CHEKKO BRAIDED SANDALS CORPORATION 
868 Feurth Ave. (et @ird Street) New Yerk Gity... 





Notice who wear them! 


The Execitive 


WEARS UNITED CUSHION 
HEELS 
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Business 


ton Howaniec (1714 

W. véth St) 0 (ie Ww. ath St.) (1721 W. 47th 
St.) ; boots, shoes, etc.; advertising to sell out 
at 1714 W. 18th St. 

KENTUCKY—W. G. Hahn; boots, shoes, etc. ; 
succeeded by Harry Webster. 

MASSACHUSETTS— A: 
son, Inc.; shoe manufacturers ; “filed” issue ‘of “300 
shares common stock. 

Bosten—Banner Shoe Workers, 
facturers; name changed to 
Inc. 

Gl t >; boots, shoes, 
etc.; inc, suthoried capital $25,000, 

og ree Gront iberg Perri Michelson Shoe 


3. Manufacturers; inc. authorized capital 
$50, 000. 

Lynn—Gardner Shoe Co., Inc. ; manufacturers ; 
reported liquidating. 

Mascott Shoe Co.; manufacturers; 
~ increased by — 000. 

ster — B-W ootwear Co., 

autheriaed capital $25, 000, 

MICHIGAN — Detroit — Dack’ s Shoes, Inc.; 
boots and shoes; inc. authorized capital $50,000. 

Witchell-Sheill Co.; shoe manufacturers; in- 
corpora 

MONTANA — Bozeman — Holloway Ray 
boots, shoes, etc,; reported selling or sold” out. 

NEW HAMPSHIRE — Keene — Hubbard Shoe 
Co., Inc.; manufacturers; recently commenced 
business, 


> menu- 


Banner ‘Shoe Co., 





capital 


Inc.; ine. 


] 
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Changes 


NEw JERSEY h National Sales 
Co. (Aaron Fine, Prop.) ; boots, , shoes, etc, ; re- 
sagrisaa sold out to Ralph Luria. 

City—Comfort Shoes, Inc. (848 Ber- 
genline’ Ave.); manufacturers; inc, authorized 
capital $100,000. 

New Brunswick—Bernard Goldstein (61 French 
St.) ; boots and shoes; reported selling or sold 
out. 

Union 
genline Ave.) ; 
capita) $100,000. 

NEW YORK — Brooklyn — Valk @& Kleinman 

Shoe Co.; boots and shoes; inc. authorized capi- 
ta] $10, 000. 

New York City—Albert Einson, 
and shoes; incorporated 

Louwein Shoes, the: boots and shoes; in- 
corporat 

Propper-Kahler Shoe, Inc.; boots and shoes; 
pame changed to Propper Style Health Shoe, 





City—Comfort hoes, Inc. (648 Ber- 
manufacturers ; inc. authorized 


Inc. ; boots 


Yerdon Shoe Shop, Inc.; boots and shoes; in- 
corporated. 


On tee eee — (atawissa — Crown Shoe 
Inc.; manufacturers; inc. authorized capi- 


tal "$25,000. 


BR ge eg  Caatinncens — Wan. K. Gar- 
etc.; succeeded by 


hoes, 
Newton. J. and ‘Claude ‘R. Garmany. 
VERERON? — Rutland — Carbine-Costello Co. ; 


ts, shoes, etc.; name changed to Carbine 


Clothing Co. 





Failures, Embarrassments, Etc. 


Sees Sesh — Hs. H. Greenberg; boots, 
shoes, etc.; reported petition in bankruptcy. 

Mobile—Simon Shoe Co.; boots and shoes; re- 
ported offering to compromise at 25 per cent. 

DISTRICT OF COLUMBIA — Washington — 
Friedlander Bros., Inc. (428 Ninth St., N. W.); 
boots, shoes, ete; ; reported petition in bank- 
ruptcy; reported receiver appointed. 

ILLINOIS—Chicago—o] Schnitz (207 E. 48rd 
St.) ; boots and shoes; reported petition in bank- 
ruptey. 

Cicero— Herman Mendelson (“G and M 
Bootery’’); boots and shoes; reported petition 
in bankruptcy. 

INDIANA—Hammond—M. Nagdeman & Sons ; 
boots, shoes, etc.; reported petition in bank- 
ruptey, 

LOUISIANA — Monroe— Myer G. Michael 
(“Michael’s Good Luck Store’’); boots, shoes, 
ete.; reported petition in bankruptcy. 

New Orleans—Lou Welsch; boots, shoes, etc. ; 
reported offering to compromise at 25 per cent 
—payable 10 per cent cash and two notes of 
7% per cent, maturing in six and 9 months. 

MAINE—Calais—Rowen & Moore Shoe Co.; 
manufacturers; reported receiver appointed. 

MASSACHUSETTS — Boston — George S. Day 
(628 Washington St.); boots and shoes; re- 
ported assigned. ~ 

Springfield— August Facchinelli; boots, shoes, 
etc.; reported petition in bankruptcy. 

MICHIGAN—Detroit—Harry Weinberg (6519 
Chene St.) ; boots and shoes; reported petition 
in bankruptcy. 

Pontiac (also Lansing)—Sidney Barnett (‘‘Sid’s 
Clothes Shop”); boots, shoes, etc.; reported 
petition in bankruptcy. 


MISSISSIPPI — Tylertown — W. 
boots, shoes, etc.; reported petition 
ruptey. 

MISSOURI—Maryville—Yehle Dry Goods Co.; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

St. Louis—Abraham Goldman (2426 N. Jeffer- 
son Ave.) ; boots and shoes; reported petition in 
bankruptcy. 

NEW YORK—Mount Morris—W. J. Snyder 
Co. ; boots, shoes, etc. ; reported petition in bank- 
ruptcy. 

NORTH CAROLINA—Winston-Salem—William 

. Sides; boots and shoes; reported receiver ap- 
pointed. 

OHIO—Cincinnati—Abraham Morris Lowitz; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Columbus—Herman A. Leitwein (564 Parsons 
Ave.); boots, shoes, etc.; reported receiver 
appointed. 

OKLAHOMA—Chelsea—Brumley Bros. ; boots, 
shoes, etc.; reported assigned. 

PENNSYLVANIA — Lansford — Peter Sofsky 
(Manhattan Stores) ; boots, shoes, ete.; reported 
petition in bankruptcy. 

Macungie—Century Shoe Co.; shoe manufac- 
turers; reported petition in bankruptcy. 

VIRGINIA—Richmond—Lawn Town Shoe Co., 
Inc.; (625 N. 6th St.); boots and shoes; re- 
ported petition in bankruptcy. 

WASHINGTON—Port Orchard—A. P. Kunzel- 
man; boots, shoes, etc.; reported assigned. 

WEST VIRGINIA—North Fork—G. Hyman & 
Sons; boots, shoes, etc.; reported petition in 
bankruptcy. 


. Crain; 
in bank- 


New Shoe Dealers 


New York, N. Y.—Cohen’s Shoes, 488 Clar- 
mont Ave., Bronx. 


Clear Lake—S. D.—Henry Harlow. 
New York, N. Y.—Louwein Shoes, Inc. 
New York, N. Y.—Yerdon Shoe Shop, Inc. 
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Magee, Miss.—Jerome Covens. 

North Hampton, Ill.—Phil Keeling. 
Bardstown, Ky.—Henry Webster. 

Toledo, Ohio—The Fairplay Co. 

Walterboro, S. C.—Quality Department Store. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Camden, N. J.—Wellworth Underselling Store, 
1103 Brodaway. 

Macomb, Ill.—Spurgeon Mere. Co. 

Los Banos, Cal.—P. Papaleo. 

Atlante, Ga.—College Slipper Shop, 168 Peach- 
tree 

Wheeling, W. Va.—Sheppard & Meyer Co., 
1212 Market St. 

New York, N. ¥.—Valk & Kieinman Shoe Co., 
Inc., Kings. 
ae Orleans, La.—Jack Brown, 8539 Willow 
Ine., 226 


Abilene, Tex.— Ernest Grissom, 


Cypress. 

Campbell, Neb.—T. W. Day. 

Las Vegas, Nev.—A. P. Hancock. 

Chicago, IN.—Home Department Store, 
Burley Ave. 

Dover, N. H.—The W. T. Grant Co., 456 Cen- 
tral Ave. 

Indianapolis, Ind.—Sears, Roebuck & Co., 648- 
50 Maple Road Blvd. 

Gulfport, Miss—W. A. Daggett, Hewes Bldg. 

Philade)phiatown, N. Y.—Schofield Co., Inc. 

Marion, Ind.—The Star Store. 

Springfield, Tenn.— The J. C. Penney Co., 
Glenn Bldg. 

Shenandoah, Pa.—J. ©, Penney Co, 121-23 N. 
Main St. (soon). 

Marysville, Kan.—J. C. Penney Co., 
way. 

Winston-Salen, N. C.—J. C. Penney Co., 4th 
and Trade Sts. 


Pine Bluff, Ark.—J. C. Penney Co., 206 Main 
St. 


8456 


722 Broad- 


Miamisburg, Ohio—J. C. Penney Co. 

Fordsville, Ky.—Roy B. Canary, Main and 
Hartford. 

Birmingham, Ala.—A. J. Andrews, 
Goosa St. 

Birmingham, Ala.—0O. Knight, 730 S. 14th St. 

Dillon, S. C.—Sam Levine. 

Maud, Okla.—Beu & Kelly, West Main St. 

Stuart, Neb.—E. F. Hunter. 

Corinth, Miss.—Jack Resnick, Waldron St. 

New York, N. Y.—Albert Einson, Inc. 

New York, N. ¥.—Avenue J Electric Shoe Re- 
pairing Co., Kings. 

New York, N. Y.—Lefco Shoe Co., 101-3 Duane 
St. 

Vaughn Mills, Ky.—Raymond Curtis. 

Shamrock, Tex.—Bloom Bros. 

Adair, Iowa—B. A. Correll. 

Long Pine, Neb.—Geo. Bruner. 

London, Ky.—W. F. Curry. 

Lordsburg, N. M.—Central Stores, Ine. 

New York, N. Y.—Traveler Shoe Co., Inc. 

Canton, S. D.—Mrs. H. B. Mortenson. 

Mt. Vernon, Ore.—Minor & Spencer. 

Princeton, Ore.—R. Dougall. 

St. John, Wash.—B. Bjorklund. 

East Jordan, Mich.—C. E. Heller. 

Detroit, Mich.—Dack’s; Shoes, Inc., 2005,,Park 
Ave., Bldg. 

Salem, Ore.—Kafeteria Shoe Store. 

Bluecreek, Wash.—A. B. Casey. 

Seattle, Wash.—J. Berkman 
Ave. S 

Portland, Ore.—Goodwear Shoe Repairers, 145 
4th St. 


Oregon City, Ore.—Guarantee Shoe Store, 706 
Main St. 

Astoria, Ore.—Toikka & Coe, 460 Commercia) 
St. 


1100 N. 


Co., 300 Ist 


Marshfield, Ore.—Charles Hill, Central Ave. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the .right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor AND 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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